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DISCUSS RETIREMENT 
AND PENSION PLAN 





Subject Was Given Attention at! 
Life Office Management 
Meeting 





WORKING PLANS OUTLINED 





J. G. Parker Tells of His Company’s 
Arrangement—H. H. Allen Treats 
Non-Insurance Systems 





Retirement and pension plans were 
given an important place on the pro- 
gram of the annual meeting of the Life 
Office Management Association held in 
Chicago this week. J. G. Parker of the 
Imperial Life of Canada, vice-president 
of the association, opened the discussion, 
summing up the advantages of such 
plans in general and specifically outlin- 
ing the plan of his company. 

Many Advantages Shown 


Mr. Parker said that there are both 
immediate advantages and those which 
accrue for the future. Under the head- 
ing of immediate advantages he stressed 
the value of such arrangement in con- 
nection with labor turnover and con- 
genial working conditions. He said that 
the estbalishment of a retirement and 
pension scheme in an office has the im- 
mediate effect of reducing the constant 
turnover of labor, one of the chief prob- 
lems of the personnel department. He 
further said that these plans prevent un- 
rest in the establishments, attract new 
members, create good will in general 
and create in the minds of the employes 
a definite idea of thrift. As for the fu- 
ture advantages, these plans act as cre- 
ators of funds to provide for future 
contingencies of the employes. They 
also provide for the future moral respon- 
sibility of the employer when it is neces- 
sary to retire the older employe. It 
guarantees automatic retirement at the 
established ages, when, without such 
funds, the company would not feel in 
a position to terminate the employment 
and yet the efficiency of the individual 
has been outlived. 


Outlines Own Plan 


In outlining the plan used by the Im- 
perial Life of Canada, Mr. Parker has 
said that the fund is of a contributory 
nature, employes contributing not less 
than 5 percent and not more than 10 per- 
cent of their salaries, the company con- 
tributing a like amount annually. The 
male employes are then retired from 
service at age 65 and female employes 
at age 60. On retirement at the age 
limit the contributor will receive $8 
Per month in the case of men or $7.50 
per month in the case of women for each 
$1,000 then standing in the fund. In 
the event of retirement on account of ill 
health, annuities are paid, determined 
upon the amount then in the fund. If a 
contributor leaves the service of the 
company, he may withdraw the full, 


amount to the credit of his own account, 
though nothing of the amount granted 


REGRET RESIGNATION 
McMURRAY TO QUIT HIS POST 


Indiana Insurance Commissioner Noti- 
fies Governor Jackson of Desire to 
Return to Private Life 


INDIANAPOLIS, Sept. 29.—Com- 
missioner Thomas S. McMurray, Jr., of 
Indiana has notified Governor® Jackson 
that he is not a candidate for reappoint- 
ment at the expiration of his term Sept. 
30. Mr. McMurray has come to this de- 
cision after some months of uncertainty 
as many of his friends have been urging 
him to seek a reappointment and it has 
been understood that Governor Jackson 
would have been willing to reappoint 
him but Mr. McMurray has been anxious 
to return to private life, feeling that 
he had accomplished the things he had 
in mind regarding the office of insurance 
commissioner when he accepted the ap- 
pointament in 1919. Mr. McMurray’s 
successor has not been announced and 
Mr. McMurray will continue in office 
until the governor has time to make his 
selection. 


Regret Is Expressed 


“I am deeply grateful to my friends 
for their expressions of confidence and 
their letters urging me to continue in 
this office,” said Mr. McMurray to THe 
NATIONAL Unperwreiter. He said that 
he has received something like 1,000 let- 


ters since it has become known that 
it was likely he would retire from the 
office. One prominent company attor- 


ney who wrote in favor of his continu- 
ing said that Mr. McMurray had ruled 
nine times against him out of ten ap- 
pearances he had made before the de- 
partment. In five of these adverse rul- 
ings he had come to the conclusion that 
Mr. McMurray was right, but he felt 
that he was right in four, yet he wanted 
Mr. McMurray continued in the office 
as he believed he was sincere and hon- 
est in his endeavors to represent all in- 
terests involved. 


Experienced Insurance Man 


The appointment of Mr. McMurray to 
the office in 1919 was generally approved 
because of his previous valuable insur- 


ance experience. He entered the insur- 
ance business in 1903 under W. W. Dud- 
ley, then secretary of the Western 


Union, going to the Michigan Inspection 
Bureau for one year. In 1904 he was 
transferred’ to the Indianapolis Inspec- 
tion Bureau under Thornton M. Goodloe 
and from 1908 to 1915 was manager of 
that bureau. He then opened up and 
took charge of the insurance department 
of the Bankers Trust Company of In- 
dianapolis, continuing in this connection 


until 1919 when he was appointed in- 
surance commissioner. He has been 
active in the National Convention of 


Insurance Commissioners and at present 
is chairman of the executive committee. 

Mr. McMurray says he has several 
propositions under consideration and 








of the older employes now with the com- 
pany, who did not have an opportunity 
to create sufficient funds to care for re- 
tirement, the company immediately es- 
tablished an equity for each employe 





by the company. 


In order to take care 


(CONTINUED ON PAGE 28) 
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GROUP MEN IN SESSION | PUSH SINGLE PREMIUM 


EQUITABLE LIFE FE CONFERENCE | 


All Supervisors Had Meeting at Home 


Office to Consider Ad- 
ministration 
NEW YORK, Sept. 28.—A _ confer- 


ence of all group insurance supervisors 
of the Equitable Life of New York was 
held here yesterday at the home office 
to consider matters of administration 
and routine. After the morning busi- 
ness sessions the company entertained 
more than 50 group superintendents, 
home office executives and guests at a 
luncheon at Hotel Pennslyvania. 
William J. Graham, vice-president in 
charge of group insurance, presided and 
announced that the Equitable has now 
more than $750,000,000 of group insur- 
ance in force and that for the first nine 
months of this year about $175,000,000 
had been paid for, a larger total than 
ever written previously in any one year. 
Group insurance should be ae by 
its fruits, said Vice-President Graham, 
pointing out that the company is pay- 
ing $100,000 in claims every week to 
workingmen’s families who have no 
other protection against want and misery 
but group insurance. He also announced 
that the leading group insurance pro- 
ducer of the company was Lee Alberts, 
who has written $8,000,000 on 5,300 lives 
and that the leading agency was that of 
Edward A. Woods, Pittsburgh. 


Many Luncheon Speakers 
The speakers at the luncheon were 
M. J. Donnelly, star producer of the 


Woods agency, Medical Director Dr. T. 
A. Rockwell, John White of the claim 
department and Secretary William Alex- 
ander who was introduced as “the schol- 
ar, the underwriter, the patrician of life 
insurance and the teacher of us all.” Mr. 
Alexander said that life insurance was 
unlike medicine in that there were too 
many general practitioners and too few 
specialists. The necessity and first pur- 
pose in training the field force, he de- 
clared, was to equip them as scientific 
counsellors, capable of relieving their 
clients of the necessity of studying in- 
volved technical problems for them- 
selves. With the knowledge gained in 
training courses they could speak con- 
vincingly and with authority and thus 
gain their clients’ confidence, which was 
prerequisite to any sale. 


that it is his present intention to reenter 
the insurance business in some capacity. 

Insurance interests are admittedly 
concerned as to who may be Mr. Mc- 
Murray’s successor. The name most 
prominently mentioned was that of Eu- 


gene C. Wharf of Vincennes, general 
agent in Indiana for the Illinois Life. 
Other names mentione@ were those of 


Miss Dorothy Cunningham of Martins- 
ville, Republican National Committee- 
woman from Indiana; Stuart A. Coulter 
of Indianapolis, now chief deputy under 
Mr. McMurray; Clarence Wysong, an 
Indianapolis attorney, who engages in 
insurance law practice, and who has 
been a conspicuous figure about the state 


house during the sessions of the last 
legislature, and Arthur Renick of In- 
dianapolis. 





POLICY FOR FARMERS 


Some Companies Developing New 
and Profitable Line 
of, Approach 


IS TIMELY PROPOSITION 


Bank Failures and Wariness of Stock 
Promotions Put Farmers in 
Receptive Mood 


A new field of cultivation is being 
opened by some of the companies spe- 
cializing in rural business, in connection 
with single premium policies. Single 
premium policies and annuities have be- 
come increasingly popular among 
metropolitan agents in recent months, 
but little activity has been seen in that 
connection in the rural territory. Now, 
however, some companies are developing 
this branch of the business among farm- 
ers and finding it a profitable avenue 
of cultivation. They point out that the 
time is ripe for such a development, as 
the farmers have learned through sad 
experience that it is difficult to find a 
safe place to deposit their excess funds. 
Are Many Prospects 


It is commonly believed, of course, 
that few farmers have an excess fund, 
but on the whole, there are many 
farmers who have amounts of cash, large 
or small, which they wish to store 
away for future use. They learned 
many years ago to avoid the get rich 
quick schemes, stock promotions and 
other plans of questionable security. The 
farmer has always been one of the most 
susceptible to argument and has been 
most easily sold. He has, however, 
been equally easily sold on the idea of 
never repeating a mistake. Thus few 
farmers are candidates today for high 
interest securities without assurance of 
absolute safety. The second stage in 
development, or possibly a reversion to 
the original, was the storing up of cash. 
The danger of storing it up “in the fam- 
ily sock” was clearly seen and the farm- 
ers thus turned to the country banks as 
a place of refuge. 


Seek Perfect Investment 


The recent disastrous experience in 
country banks, particularly in the middle 
west and northwest, has resulted in a 
growing fear among farmers of the se- 
curity of even their savings deposits. 
Thus the farmers are particularly sus- 
ceptible to an offering of absolute se- 
curity which may be given in the form 
of single premium life insurance policy. 
As most companies write these polities 
in many forms, varying from whole life 
to 10-year endowments, and in varying 
amounts of from $250 up, practically 
every farmer with surplus funds can be 
offered a proposition that will meet his 
needs. The money can thus be depos- 
ited with a life insurance company with 
an assurance of return of the principal 

(CONTINUED ON NEXT PAGE) 
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WAS JUBILEE MEETING 


LINCOLN LIFE MEN RALLIED 





President Hall Gave Vision of One 
‘Billion Insurance in Force 
by 1930 





One billion dollars of insurance in 
force in 1930 was the keynote sounded 
by President Arthur F, Hall of the Lin- 
coln National Life at the anniversary 
jubilee of the Indiana company, held in 
Colorado. 

President Hall spoke at the annual 
banquet and reviewed at some length 
the history of the Lincoln National Life. 
He gave the points that have aided in 
making the company one of the most 
rapidly growing organizations in the life 
insurance field and stressed the fact that 
harmony of purpose in the executive 
staff and down through,the ranks of the 
sales organization has been one of the 
vital influences. 


Over 200 There 


Vice-President and Manager of Agen- 
cies Walter T. Shepard acted as toast- 
master for the banquet and spoke on the 
early experiences with the agents. He 
engaged many pleasant personalities. 
Other speakers were Assistant Superin- 
tendent of Agencies V. J. Harrold and 
Roger Toll, superintendent of the Rocky 
Mountain National Park. More than 
200 agents and their wives took part in 
the jubilee. 

One day was spent at Colorado 
Springs with a trip up Pike’s Peak and 
through the Garden of the Gods, the 
Seven Falls and South Cheyenne Can- 
yon. Breakfast was at the Antlers Ho- 
tel, luncheon at the Cliff House, and 
dinner with an informal dance and swim- 
ming contest at the Broadmoor Hotel. 


Well Rounded Program 


At Denver the party was met by a 
delegation representing the Chamber of 
Commerce and Mayor Stapleton deliv- 
ered a brief talk of weicome. The con- 
vention was a moving one with the 
Stanley Hotel in Estes Park as head- 
quarters and sightseeing trips through 
the canyons of. that region each morn- 
ing. Sport events filled the afternoon 
program. One evening the various 
agencies gave their stunt night perform- 
ance and another evening was ladies’ 
night with the women from the differ- 
ent sections giving the program. 

The last day was spent at Grand Lake 
with a brief business session in the eve- 
ning conducted by Vice-President W. T. 
Shepard and the award of the prizes for 
the sport events. 


PUSH SINGLE PREMIUM 
POLICY FOR FARMERS 


(CONT’D FROM PRECEDING PAGE) 


and also the assurance of a return of 
income on this principal, the interest 
paid by the life companies being even 
in excess of that paid by savings banks. 


Principal Kept Intact 


Even in the event of an emergency. in 
which the farmer would wish to have 
the cash returned to him before the 
maturity of the policy purchased, the 
forfeiture expenses would not make suf- 
ficient inroad into the cash value to 
cause a depreciation of the investment 
of itself. Thus, while the insurance 
companies would not care to have the 
proposition looked upon as a savings 
account, it has the advantages of a 
savings account in that the cash may 
be returned at any time without loss 
to the investor. Life insurance agents 
with a rural clientele could profit exten- 
sively by canvassing their territories and 
presenting such a proposition to the 
farmers who have fared more advantage- 
ously than the average and have been 
= to store up an amount of excess 
cash. 


AGENTS HAD ROUND-UP 


HOME OFFICE MEN PRESENT 





President Lay Made First Appearance 
Before Agents as Chief 
Executive 





At the regional convention of the 
mountain and western agents of the Na- 
tional Life, U. S. A., held at Colorado 
Springs, President Robert D. Lay made 
his first appearance before the agency 
force in his new post as president. There 
was a large delegation present from the 
home office, including President Lay, 
Vice-President Webb, Supervisor of 
Agencies Irish and Assistant Secretary 
Mullins. Royal E. Hooyer, for many 
years the company’s agency manager for 
Colorado, was in charge of the conven- 
tion and welcomed the agents and the 
home office committee. 


President Lay There 


President Lay in his address to the 
agents summed up the activities of the 
agency force and told of the accom- 
plishments of the company, possible by 
the work through the efforts of the 
agents individually. A. D. Hemphill of 
the Barrow Agency, covering Kansas 
and eastern Missouri, gave a forceful 
address on “Why It Is Possible for Me 
to Write a Large Volume of Business 
Year After Year.” Mr. Hemphill told 
how, upon entering the business, he had 
set for himself a minimum production of 
$30,000 per month. He outlined the 
methods used in securing this volume of 
business. The main portion of his busi- 
ness is from rural communities, from 
farmers and business men in smaller 
towns. He showed that he had been 
able to maintain his goal by constantly 
searching for new fields of service, new 
methods, new understanding and a gen- 
eral new knowledge. Assistant Secre- 
tary Mullins then discussed conventions 
and clubs, showing the benefits derived 
from group gatherings of agents. R. E. 
lrish, supervisor of agencies, outlined 
some means of increasing life produc- 
tion and also touched briefly on the his- 
tory of the company. V. M. Tresslar 
of Los Angeles then gave some personal 
experiences from field practice, inspira- 
tional and instructive. There was then 
a round table discussion on the question 
of complete protection, widely partici- 
pated in. 


Tribute Was Presented 


At the close of the first session, Vice- 
President Walter E. Webb was pre- 
sented with a package of applications, to 
present in turn to President Lay as a 
special tribute to the president in con- 
sideration of it being his first appearance 
before the agents in that capacity and 
consisted of an extra production of new 
business, especially dedicated to him. 
“Underwriting From the Agency Stand- 
point” was discussed at the second ses- 
sion by Mr. Mullins, who pointed out 
some means of facilitating the work of 
handling policies and claims by a greater 
degree of cooperation between the 
agents and the home office. Mr. Irish, 
who has traveled the road from agent 
to home office supervisor of agencies, 
then spoke on “Building Agents and 
Agencies.” He gave a number of valu- 
able suggestions from the wealth of his 
personal experience. James S. Barrow, 
agency manager for Kansas and eastern 
Missouri, then spoke on “Developing 
Agents,” telling of the methods used in 
his field for re@ruiting the agency force. 
He said that his office is largely recruited 
from graduates and undergraduates at 
the colleges in his territory. He told 
of some of the details of selection of 
these men. A. B. Combs and W. B. 
Combs also spoke on “The Selection and 
Training of Agents.” D. McCul- 
logh, the company’s new agency man- 
ager in southern California, discussed 
“Developing Agents,” stating that good 
men who are able to finance themselves 








BANQUET FOR WINNERS 


'BOOKSTAVER WAS THE HOST 





Honored by 40 Members of His 
Agency Who Qualified 
for Clubs 
Last week Joseph D. Bookstaver, 


New York general agent of the Trav- 
elers, gave a luncheon at Hotel Penn- 
sylvania in honor of more than 40 mem- 
bers of his agency who had qualified 
for the $100,000, the $200,000 and the 
$250,000 clubs; It was attended by 
many prominent guests and more than 
100 agents of the Bookstaver organiza- 
‘tion, 20 of whom had just returned from 
Atlantic City as delegates to the na- 
tional convention to report on what they 
regarded as the outstanding features of 
the program. 


Many Noted Guests 


As his friends and guests, Mr. Book- 
staver entertained A. G. Green, general 
agent in Michigan and Indiana for the 

erchants Life of Des Moines; Guy 
MacLaughlin, general agent of the 
Franklin Life at Dallas, Tex.; Frederick 
S. Goldstandt of the Equitable of New 
York; Josephine B. Lincoln, Oklahoma 
City, secretary of the Alumni Associa- 
tion of Approved Life Insurance Schools 
and editor of the “Dotted Line,” the 
official organ of the organization; Colo- 
nel Edward J. McCormack, general 
agent of the Minnesota Mutual at Mem- 
phis, and Mrs. McCormack, who did 
much to bring the next convention oi 
the National Association to Memphis.: 
She invited all present to come to the 
convention next year, and promised 
them a hearty welcome. 


MacLaughlin Was Speaker 


The principal address at the lunch- 
eon, an inspired plea for the ideals nec- 
esary to raise life insurance from a 
business to a profession, was given by 
Mr. MacLaughlin, who was introduced 
as an extensive traveler, a former part- 
ner of O. Henry and an expert on sales- 
manship. In addition to operating a 
very successful agency, he personally 
produces more than $1,000,000 annually. 
At the conclusion of the luncheon, the 
members of the Bookstaver organiza- 
tion pledged themselves to leave no 
Stone unturned in their efforts to make 
their agency the unchallenged leader in 
the Travelers for the seventh consecu- 
tive year. 








can be secured and he outlined his own 
original methods of securing and train- 
ing such ‘men. Vice-President Webb 
and President Lay also spoke at this 
session. 


Good Banquet Program 


At the annual banquet Vice-President 
Webb was toastmaster and the first aft- 
ernooon speaker was Supervisor Irish, 
who spoke on “What Are You Taking 
Back With You?” Mr. Irish summed 
up some of the high lights of the con- 
vention and suggested that the agents go 
back to their individual tasks with the 
intention of applying some of the ideas 
thus presented, rather than relegating 
them through the past and proceeding 
with the old order of things. Mr. Hooyer 
spoke on “Loyalty,” giving a resume of 
his connection with the company and 
the loyalty, fidelity and faithfulness he 
had seen in the field and at the home 
office during this connection. Speaking 
on “The Invisible Is the Real,” James S. 
Barrow said that men find their greatest 
satisfaction in the attainment of those 
qualities of heart and mind that en- 
noble and uplift, in the development of 
love for fellowmen. “These invisible 
qualities,” he said, “are the real qualities 
of a man and the basis of a successful 
life underwriter.” A. Lee Peacher spoke 
on “The Old South and the New.” He 





gave some enlightening and interesting 


SMALL FLORIDA LOSS 


LIFE COMPANIES LITTLE HIT 
Estimate Their Total Liability Will Not 
Exceed $100,000 for All 
Combined 





MIAMI, FLA., Sept. 28.—The largest 
life insurance claims to be paid in 
Greater Miami, which includes Miami 
Beach and _ Hialeah, are not expected to 
exceed $5,000. The total to be paid out 
will not exceed $100,000 for all the com- 
panies combined, according to the cal- 
culations made by local underwriters in 
close touch with the situation, and the 
bulk is on industrial business. The Pru- 
dential had, up to Friday night, paid 
one claim of $2,000 and was expecting 
about 20 industrial claims by Saturday 
night. The Metropolitan has taken care 
of 30 cases, nearly all industrial. Other 
companies reported no claims up to Fri- 
day, but a great many of them have 
made several thousand dollars of loans 
to policyholders. 


Many Are Dead 


Captain H. R. Payne, manager for 
the Prudential, and a winning producer 
for his company, is a member of the 
committee of citizens engaged in setting 
Miami to rights again, and he stated that 
a total of 105 dead had been listed at 
the committee’s headquarters up to Fri- 
day. Of this number more than 20 are 
unidentified at this time and of the total 
16 are negroes. The fact that the ma- 
jority of dead are white is accounted 
for by the fact that after the first blow 
many left their shelter and were out to 
see what had taken place when the re- 
turn of the storm caught them. The 
most of the dead were drowned when 
the wind pushed the ocean in upon them. 

The storm bent westward and surged 
through Hendrey, Glade, Highlands, 
Lee and Charlotte counties, crossing the 
Gulf and striking Pensacola and Mo- 
bile. There was considerable wind at 
Tampa and St. Petersburg and Arcadia, 
but the damage there is slight, with no 
loss of life. 


Health Conditions Bad 


The condition with regard to human 
life in Glade county is the worst, and 
Friday every one was ordered to depart. 
In this county are located the towns of 
Morehaven, Lakeport, Palmdale and 
Hall City. The first two are on the 
west bank of Lake Okeechobee, and the 
water is still up in all four cities, and 
sanitary conditions were bad Friday and 
getting worse. The Miami committee 
was expecting figures on the dead which 
is probably. larger than in any of the 
counties swept. 

At Labelle in Hendrey county, at Ft. 
Myers in Lee county and at Punta Gorda 
in Charlotte county, there is great wind- 
storm damage but little loss of life. 


Few Large Claims Likely 


The fire insurance men state that no 
persons heavily insured have been found 
to have perished, so no large individual 
claims are in prospect. They point out, 
however, that many of the dead have 
been buried immediately upon being 
found, a step taken from the standpoint 
of preserving sanitary conditions. It 
has not been established whether any of 
these were policyholders, but corps of 
investigators are at work and _ under- 
writers state that they should be able to 
make up an accurate report within three 
weeks at the outside. 








recollections of southern life underwrit- 
ings. The conyention was brought to 4 
close by farewell addresses from Vice- 
President Webb and President Lay. 

During the entire convention there 
was a well-rounded entertainment pro- 
gram in addition to the business ses- 
sions, trips to scenic Colorado being en- 
joyed by the entire agency force. 
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CONNECTICUT GENERAL 
HELD HOUSEWARMING 


Over 300 Agents Present for Offi- 
cial Opening of 
New Home 


HAD EXCELLENT PROGRAM 


Commissioner Dunham, Dr. Rockwell, 
Dr. Huebner Among Outside 
Speakers at Convention 





HARTFORD, CONN., Sept. 28.— 
Nearly 300 leading agents of the Con- 
necticut General Life attended the com- 
housewarming convention in 
Hartford last week and witnessed the 
impressive ceremony in which the new 
building was formally turned over to the 
company by the architect and builder. 
The program that followed was devoted 
to a study of the needs which insurance 
satisfies, the people who have these 
needs, prospects and methods of getting 
in touch with prospects. Home office 
and field force all had a part in the pro- 
gram and speakers from outside the 
company, Dr. Charles J. Rockwell of 
the Rockwell School of Life Insurance 
Salesmanship and Dr. S. S. Huebner of 
the Wharton School of Finance, Univer- 
sity of Pennsylvania, were also heard. 


pany’s 


Impressive Ceremony 


“It is with the greatest of pleasure, 
President Huntington, that I herewith 
present to you the master key to the 
Connecticut General’s new home, which 
is, I feel, like the company itself, sound, 
dignified, good and enduring.” So spoke 
James Gamble Rogers, architect, in for- 
mally turning over the key to the com- 
pany. 

The business meeting.of the conven- 
tion was called to order by Chairman G. 
E. Bulkley, and following the formal 
presentation and acceptance of the build- 
ing, President Huntington addressed the 
meeting. He attributed the growth and 
success of the company to the quality of 
the men representing it both in the field 
and in the home office. 

Representing the men in the field, 
Arthur P. Woodward, formerly of the 
home office, now with the New York 
City agency, presented to the company a 
large bronze tablet upon which was en- 
graved: “An expression of devotion and 
loyalty to the company, this tablet was 
presented by the agents of the Con- 
necticut General Life on the dedication 
of the new building, Sept. 22, 1926.” The 
tablet is to be placed. in the entrance 
lobby opposite. the tablet commemorat- 
ing the golden anniversary of the com- 
pany in 1915. 


Commissioner Dunham Spoke 


Howard P. Dunham, Connecticut in- 
surance commissioner, extended the 
greetings of the state to the convention. 

‘Judging by the expression of interest 
and congratulation. I have heard around 
the state I think.this can be called a 
general Connecticut. celebration rather 
than a Connecticut General,” he said. 
‘Connecticut is proud of the offices of 
this very distinguished company and 
sends its greetings gladly and willingly 
to this wonderful little group.’ 

President- Huntington and Vice-Presi- 
dent G. E. Bulkley paid tribute to the 
late Frank C. Griswold, formerly super- 
intendent of agencies. At a motion made 
by C. Lincoln Hall of Burlington, Vt., 
the convention rose and stood a moment 
in silent token of respect to his memory. 

ollowing a brief recess, Dr. Charles 
I. Rockwell addressed ‘the meeting on 

“Insurance Needs.” Answering the self- 

~~ d question, “What do men buy?” 


MEET IN WASHINGTON 


PLANS OF ACTUARIAL SOCIETY 
Will Hold Semi-Annual Meeting at 
Hotel Mayflower, Washington, 

D. C., Oct. 28-29 





NEW YORK, Sept. 30.—The regular 
semi-annual meeting of the Actuarial 
Society of America will be held at Hotel 
Mayflower, Washington, D. C., Oct. 28- 
29. While the program has not yet been 
announced, it is anticipated that the 
matter of disability clauses and their 
effects so far as they can be ascertained 
to date will be taken up at the point 
where discussion of them stopped at the 
last meeting. 

No Formal Dinner 


Instead of a formal dinner, the mem- 
bers and their ladies will enjoy a lunch- 
eon together at Hotel Mayflower Oct. 
28. The next day they will be the guests 
of the Acacia Mutual Life at an informal 
luncheon at the Congressional Golf Club. 
President William Montgomery of the 
Acacia Mutual has also arranged it so 
that the privileges of the club’s course 
will be extended to all members who 
wish to play golf that afternoon. Special 
arrangements have also been made for 
those who wish to play golf on Tuesday 
and Wednesday preceding the society’s 
meeting. The prospect of meeting in 
Washington promises an exceptionally 
large attendance, the members from 
New York having already arranged for 
several special Pullmans for their ex- 
clusive use. 








want, not what they need, and they buy 
it from those whom they like.” 


Dr. Reckwell’s Address 


Dr. Rockwell told of how the concept 
of life insurance had changed in recent 
years. People no longer think of leav- 
ing through life insurance an arbitrary 
sum bearing no relation to what has 
been lost but of trying to fit insurance 
to what it is intended to replace. The 
result has been that larger amounts of 
insurance are now being purchased by 
individuals and this is reflected in the 
growth of the business. 

Dr. Rockwell urged agents to sell in- 
surance in terms of their clients’ great- 
est interest, saying that if the insurance 
money were needed later for other pur- 
poses it could be so applied. He urged 
as insurance ethics that agents speak 
respectfully of worthy competitors. He 
put squarely up to agents the respon- 
sibility of fully covering their territory 
and of insuring all who could get insur- 
ance. 

On the subject of service he said that 
knowledge should be esteemed as higher 
than skill, that just selling insurance-was 
not enough but that it should be intel- 
ligently sold. 

Urged Broader View 


Courage and loyalty were cited as 
qualities needed by the agent. Courage 
comes from the agent’s consciousness 
that he is serving a specific need. Loyalty 
should be inspired by the’ knowledge 
that his company is acting for the best 
interests of all, even though it may not 
always be able to grant all requests. 

In closing Dr. Rockwell made a plea 
for a broader view of life insurance. Its 
essence, he said, is self-denial, being 
willing to do without things when one 
has plenty, or even when one has little, 
for the greater good of the future. In 
selling life insurance the agent is pre- 
venting the havoc that results from busi- 
ness failures. He is preventing crime 
and poverty. He is making today’ $s gen- 
eration provide for tomorrow's good cit- 
izenship. In selling life insurance the 
agent is really selling civilization. 

In the afternoon those who so desired 
were taken on an automobile sightseeing 
trip. around Hartford and others played 


HALF BILLION PASSED 


WESTERN & SOUTHERN MARK 





This Amount Went on Books on Sept. 
11—See This Doubled in Next 
Eight Years 





While no special celebration marked 
the passing of $500,000,000 mark in in- 
surance in force on Sept. 11 by the West- 
ern & Southern, the officials of the com- 
pany are more than pleased to have 
reached that milestone in their history. 
It was a great satisfaction to President 
W. J. Williams to be able to make this 
announcement on the occasion of his 
presenting a twenty-five service button 
to H. P. Brooks, superintendent of the 
Louisville East office of the company. 


Te Clear Up Accounts 


While much more insurance will be 
written during the closing months of this 
year, special effort will be devoted to 
cleaning up all outstanding accounts so 
that the year of 1927 will be entered 
upon with as few “dead cats” as pos- 
sible. The coming year will be one of 
increased sales effort and expansion. It 
took the Western & Southern thirty- 
eight years to reach the half billion 
mark. The next half billion should be 
added in another eight years, according 
to a conservative estimate. 

Campaign Is Launched 


Along with the effort to clean up the 
present business will go a campaign be- 
tween the districts in each division. 
So that each may have an equal oppor- 
tunity, the contest between districts will 
be on a per-man basis, the two leading 
districts in each division to be invited 
to attend banquets which the home of- 
fice men will give. Special attention 
in this drive will be given to ordinary 
policies. 


“The 








repeated its revue, Convention- 
alities of 1926.” 
Studied “Prospecting” 


On Thursday morning the convention 
was devoted to a study of ‘selection of 
suitable prospects for insurance and 
methods of getting in touch with them. 
J. B. Slimm of the Buffalo agency dealt 
with selection. Care is needed here, he 
says, if business is to be permanent and 
the salesman’s time is to be employed 
profitably. People should be solicited 
who are physically and morally accept- 
able to the company, who are financially 
able to buy life insurance, and who have 
a definite need for it. 

W. C. Winter, who spends most of his 
time in the field developing the com- 
pany’s salary savings business, spoke on 
the desirability of careful selection of 
concerns to whom the salary savings 
plan of insurance should be offered. 
Mr. Winter cited as desirable risks com- 
panies where employment is annual, 
where employees are of a high grade of 
intelligence and fully appreciative of 
the benefits of insurance and of the em- 
ployer’s cooperation to create and main- 
tain both protection and an automatic 
savings fund in the most practical. and 
painless manner yet devised, he said. 


Discussed Group Insurance 


W. I. King, group department secre- 
tary, spoke on special problems of pros- 
pecting for group insurance. He stressed 
the importance of contact with the man 
who actually can sign the group applica- 
tion, instead of soliciting those who have 
no voice in the final decision. 

On the general subject of getting in 
touch with prospects for life insurance, 
several agents of the company spoke. R, 
D. Harris of the Springfield agency, for- 
merly a college professor, and now on 
the company’s honor roll of successful 
salesmen, discussed the cold canvass 
method. 

J. Edgar Knott, assistant manager of 
the Pittsburgh agency, who has had 


FORMER PRESIDENT 
COMMENTS ON MEETING 


Makes Some Observations on the 
Recent Convention of Life 
Underwriters 


TOO HEAVY FEAST SERVED 





He Declares That the Sessions in Some 
Instances Were Too Long 
and Fulsome 





Speaking of the recent 
meeting of the National Association of 
Life Underwriters, a past president of 
the National association declared that he 
thought the program committee had suc- 
ceeded in assembling as fine an array of 
talent as had ever been brought to a 
meeting of either the National or the 
Canadian association meetings in pre- 
vious years. 


Atlantic City 


Sessions Were Over Crowded 


He expressed himself as feeling, how- 
ever, that the sessions at Atlantic City 
were too long, and that the program 
committee had overcrowded each session. 

“For example,” he continued, “at the 
initial meeting, Mr. Kingsley, Mr. 
Barnes, or the Rev. Mr. Chown alone 
would have been sufficient to deliver the 
principal address, which should have 
been followed by shorter addresses. The 
trouble is that when one hears so much 
good stuff at one time—and some of it 
is pretty heavy—it is very hard for him 
to digest all of it.” 

Evening Session Too Long 


The same speaker said that he believed 
that Thursday's evening session at the 
steel pier auditorium was entirely too 
long. These comments were voiced 
without any desire to criticize the pro- 
gram committee. The speaker had had 
considerable experience himself in ar- 
ranging programs for National associa- 
tion meetings, and he said that at the 
outset he and his associates made the 
same or similar mistakes. 

He also felt that the facilities for hold- 
ing the sectional meetings Wednesday 
and Thursday afternoons in the Tray- 
more were entirely inadequate. There 
are so many details to be worked out in 
arranging for one of these gigantic meet- 
ings that it is almost impossible for a 
program committee, no matter how ex- 
perienced or how conscientious its mem- 
bers may be, to take all of them into 
consideration. 


Should Not Be Overfed 


Asked whether he did not believe it 
would be better in the future for the Na- 
tional association to hold a four days’ 
convention rather than a three days’ 
convention, and shorten the sessions, the 
spokesman said that this plan would be 
better than this year’s long sessions, or 
that future program committees must 
learn not to try to overfeed the dele- 
gates with too much heavy diet. There 
should be a smaHer number of speakers 
He also believes that all sessions should 
begin promptly on time and that speak- 
ers should be held strictly to their limits. 


Industrial Insurance Claim 


Industrial insurance men regret that 
some consideration was not given to this 
branch of the business at the Atlantic 
City meeting. In years past, notably at 
the Toronto meeting in 1922, a divisional 
meeting, devoted to industrial insurance 
and its problems was held. It is true 
that not a great many industrial agents, 
comparatively speaking, ever attend the 
meetings of the National association, but 
a number of superintendents are always 
present. There are many phases of the 
business that could be discussed at a 








golf at the Hartford Golf Club. In the 





Rockwell sai@, “Men buy what they 


evening the Connecticut General Club 
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REPORT AUGUST SALES 


REMAIN AT THE SAME LEVEL 





Research Bureau Gives Sectional 
Experience for the First Eight 
Months of the Current Year 





HARTFORD, Sept. 29.—The amount 
of ordinary life insurance sold in the 
United States during the month of Au- 
gust is practically identical with that 
sold in August, 1925, when the sales 
were 27 per cent:ahead of the previous 
August, eng wry, be a report by the Life 
Insurance Sales Research Bureau. The 
report includes the sales of new paid-for 
ordinary insurance as reported by 81 
companies having in force 88 per cent of 
the total life insurance outstanding in 
the United States legal reserve com- 
panies. The largest sectional gains are 
in the west south central and east north 
central states, with increases of 6 per 
cent and 3 per cent, respectively. The 
records for individual states show the 
greatest gains in Delaware and Vermont. 
In the first eight months of the year 
sales were 4 per cent higher than in the 
corresponding period of last year, all 
sections sharing in the general gain. 
The year-to-date increases range from 
2 per cent in the middle Atlantic states to 
8 per cent in the south Atlantic states. 


New England Shows Best Gain 


Northern New England shows the 
best gain for August; Vermont with a 
40 per cent increase; New Hampshire, 
20 per cent, and Maine with 9 per cent. 
New Hampshire leads in the year-to- 
date gain, 14 per cent. The section 
shows a 7 per cent gain for the 12 
months ended Aug. 31, 1926 over the 
preceding 12 months. Sales in the mid- 
die Atlantic section are 4 per cent less 
than in August, 1925. This section is 
comprised of New York, New Jersey 
and Pennsylvania, each state showing 
a decrease in sales from August of last 
year. These states show a 2 per cent 
gain for the first eight months over the 
same months of 1925, New Jersey lead- 
ing with a 12 per cent increase. 

East North Central 


Ohio leads the east north central sec- 
tion with an 8 per cent increase, the 
average gain being 3 per cent. All 
states in the section show gains for the 
year to date. The increases range from 
3 per cent in Wisconsin to 8 per cent in 
Michigan. The largest gain in the 
west north central section for the month 
is 28 per cent in Nebraska. The average 
gain for the year to date is 4 per cent. 
Sales in the first eight months of the 
year are 6 per cent ahead of sales in 
the first eight months of 1925 in Min- 
nesota, Iowa, North Dakota, Nebraska 
and Kansas. 

Delaware Shows Best Increase 


The best increase in all the states is 
45 per cent in Delaware. Sales in 
Florida continue to increase, and dur- 
ing the month of August aggregated 
$8,932,000 as compared to $6,766,000 in 
August, 1925, a 32 per cent gain. The 
south Atlantic section shows an aver- 
age gain of 8 per cent for the first eight 
months of the year, leading all the other 
sections of the country. Florida shows 
a gain of 44 per cent for the first eight 
months. Kentucky, Tennessee, Ala- 
bama and Mississippi comprise the east 
south central section. Tennessee leads 
with a 4 per cent gain. The average 
gain for the section for the year to date 
is 3: per cent. The west south central 
section shows an average gain of 6 
ner cent for August, the largest increase 
in any of the nine geographical sections. 
Improved conditions are reflected in all 
the states in this section except in Ar- 
kansas. Oklahoma leads both the 
monthly and the year-to-date gains. 

Report on Far Weat 


Wvoming leads the mountain section 
for the month, showing a 24 per cent 
increase. Idaho continues to lead in 





CANCER IS INCREASING 


NO CURE IS IN SIGHT YET 





Discussion at International Symposium 
on Cancer Control Involves Germ 
and Chemical Theories 





NEW YORK, Sept. 30.—Medical 
science with all its triumphs in other 
fields has yet had small success in solv- 
ing the mystery of cancer. Some dis- 
eases like smallpox and yellow fever 
have been practically eradicated. Oth- 
ers like tuberculosis have been brought 
under some control so that while tuber- 
culosis may be as prevalent as it ever 
was, deaths from the disease have been 
greatly reduced by scientific treatment 
and care. Deaths from cancer, on the 
other hand, are rapidly increasing as 
evidenced by figures presented at the 
recent International Symposium on Can- 
cer Control at Lake Mohonk, N. Y. 


Dublin Presents Statistics 


Dr. Louis I. Dublin, statistician of the 
Metropolitan Life, told the conference 
that an analysis of the rates concern- 
ing close to 125,000 deaths from cancer 
among the many million industrial pol- 
icyholders of his company between 1911 
and 1925 demonstrated the apparent in- 
crease in cancer mortality to be real 
and significant, and declared the con- 
clusions drawn from the Metropolitan’s 
analysis were confirmed by a parallel 
investigation carried on among the gen- 
eral population of the country’s regis- 
tration states by the United States Pub- 
lic Health Service. A 10-year-old boy’s 
chances of dying of cancer today are 
47.3 percent greater than 15 years ago, 
and the chances of girls of the same 
age are 21.4 percent greater. 

“At and beyond the age of ten in 
the life table generation of 100,000 per- 
sons there would have occurred 15 years 
ago 5,875 cancer deaths to the end of 
life. In 1924, among a similar group of 
persons at age 10, the total cancer toll 
would have been 8,650, an increase of 
47.3 percent. In 1910 the cancer budget 
in the life table generation of 100,000 
females at age ten was 9,850. But by 
1924 that number had increased to 12,- 
000 or 21.4 percent.” 


Attack Germ Theory 


At the conference considerable dis- 
cussion arose over the question whether 
cancer is a germ disease or a cell dis- 
ease resulting from an intrinsic physical- 
chemical disturbance due perhaps to a 
chemical factor. The germ theory was 
vigorously attacked by Dr. Gustav 
Roussy of the University of Paris, Dr. 
Francis Carter Wood of New York, 
and others. Even the supporters of the 
germ theory confessed that the problem 
is still far from solution. All the can- 
cer experts present joined togeher unan- 
imously in issuing a warning to the 
general public to place no faith in se- 
rums and other methods of treatment 
based*on the germ theory and held out 
as “cures” by ignorant, sometimes il- 
literate, healers. 








the year-to-date gain. Sales in the sec- 
tion decreased 4 per cent from sales in 
August of last year, but show an in- 
crease of 5 per cent for the first eight 
months of the year. Sales in the Pacific 
states are practically identical with 
sales in August of last year. The gains 
in the section as a whole average 4 
per cent for the first eight months of the 
year, and 8 per cent for the 12 months 
ended Aug. 31, 1926 over the preceding 
12 months. 





Love Won Golf Trophies 


At the jubilee convention of the 
Phoenix Mutual at Hot Springs, Ralph 
Love of the Cincinnati agency won both 
golf trophies for low gross and low net 
scores. His low gross score on the 
Cascade links was 80 and his low net 72. 





PROBLEMS SUMMED UP 


IMPORTANT PHASES 
Dr. Henry Wireman Cook of Northwest- 
ern National Addresses Office 

Management Body 


THREE 





The threefold problem of office man- 
agement, personnel, mechanical equip- 
ment and planning, was discussed by Dr. 
Henry Wireman Cook, vice-president 
and medical director of the Northwest- 
ern National Life and president of the 
Life Office Management Association, 
speaking before the annual meeting of 
that organization in Chicago this week. 
Dr. Cook told of the purposes of the 
association and cited the benefits to be 
derived from the cooperation of those 
interested in the management details of 
life insurance offices. 


Personnel First Problem 


The first phase of efficient office man- 
agement was said by Dr. Cook to be a 





DR. HENRY WIREMAN COOK 


matter of personnel. He said that per- 
sonnel activities unfortunately do not 
enjoy the executive sanction that they 
deserve. He said that the first essen- 
tial to efficiently operate an office is the 
creation of a healthy, intelligent, trained 
and satisfied group of employes, which 
cannot be done without some very 
definite effort and carefully followed out 
methed. He said that the manager 
should have the health of the employes 
at heart just as much as the routine of- 
fice details. Personnel problems con- 
tinue after employment as well as be- 
fore. Selection of physically fit work- 
ers is not the only essential. They 
must be kept-in good condition to ef- 
ficiently carry out their work. Ade- 
quate salary arrangements and advance 
opportunities-are also of primary impor- 
tance. 

Speaking of mechanical equipment, Dr. 
Cook said that much has been done in 
this connection and the tremendous 
strides made in office managements gen- 
erally throughout the country in recent 
years have greatly aided the work of 
the manager. Under mechanical equip- 
ment he listed tabulating: equipment, 
mail equipment, calculating machines, 
adding machines, bookkeeping and bill- 
ing machines, reproducing machines, dic- 
tating machines, tube elevators and other 
mechanical conveyors and filing equip- 
ment. Dr. Cook said that all of these fit 
into the efficient. office management pro- 
gram. 

As the third phase of the subject and 
probably the most important, Dr. Cook 
said that planning cannot be overstressed. 





GOOD ADVICE IS GIVEN 


oe 


THRIFT AND SAVINGS PLAN 





Metropolitan Life Gets Out Booklet 
That Furnishes Excellent Sugges- 
tions to the Policyholders 





Simplicity, safety and flexibility are 
the fundamental characteristics of a good 
industrial thrift and savings plan, accord- 
ing to the new report on the subject 
issued by the Policyholders’ Service By- 
reau, Metropolitan Life. 

After defining each of the funda- 
mentals, the report goes into the details 
of the types of thrift and savings plans 
in use in industry—those where the 
company acts as an agent for a savings 
bank; the plan under which the com- 
pany assumes the custody of the em- 
ployes’ funds; the type plan where the 
company takes no part in the actual 
operation of a savings plan but encour- 
ages savings by offering a cash incen- 
tive; and an insured thrift plan. Vari- 
ous forms used by companies operating 
industrial thrift plans are used as illus- 
trations in the new report. 

The actual experience which various 
industrial concerns have had in the 
working out of the plans are cited for 
the benefit of Metropolitan group insur- 
ance policyholders who are conducting 
or planning to start thrift and savings 
plans. 

A limited number of the reports are 
available without charge and may be 
secured by interested industrial con- 
cerns who request them from the Pol- 
icyholders’ Service Bureau, Metropolitan 
Life Insurance Company, 1 Madison ave- 
nue, New York City. 








He said this is the most frequently neg- 
lected. He said that it is far easier to 
select the personnel, install machines or 
even build a building, than to smoothly, 
effectively and economically correlate the 
individual activities in the complicated 
functioning of a modern insurance office. 
He said that intelligent, trained em- 
ployes, modern building and equipment 
are most important factors, but they 
will fail in obtaining best results 
if the details of planning are not 
given adequate consideration. He said 
that written instructions in routine 
should be given for even the minor de- 
tails, as the new employe should not be 
expected to take the necessary duties 
upon verbal orders, conflicting at various 
times and from various people. There 
should also be adequate supervision, in- 
dividual, unit and departmental. Finally, 
there should be a planning unit, a de- 
partment and officer or a committee to 
definitely lay out the working program 
of the office. Dr. Cook said that in all 
of these phases of the work those di- 
rectly interested in office management 
have an important problem on their 
hands, as it is within their power to 
erect a smooth running efficient ma- 
chine in place of one that will not sur- 
mount the difficulties frequently encoun- 
tered. 


FORMER PRESIDENT 
COMMENTS ON MEETING 


(CONT’D FROM PRECEDING PAGE) 
divisional meeting given over to the 
subject. It would also offer these men 
an opportunity to exchange ideas. 

The consensus seemed to be that the 
meetings at the Traymore devoted to 
discussion of association plans and 
agency management were among the 
most worthwhile features of this years 
convention, largely because there was 4 
free exchange of opinion. This plan 
would work well if a meeting were s¢t 
apart for industrial insurance. 





ile 
Cc. J. Kalimeyer, manager of the Mi 
waukee office of the Metropolitan a 
celebrated his 62d birthday last wee ~ 
entertaining a number of his frien 4 + 
a stag party at the Wisconsin club 
Milwaukee. 
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NE of the smaller 


but more pro- 


eressive companies 
which has been said by 
competent authority 
to be one of the best 
life insurance compa- 
nies in the country, 


needs a young man, 
not over 35, of intelligence, energy and en- 
thusiasm, and with the foundation of a fair 
measure of successful experience,to become 
its Assistant Manager of Agencies at a 
salary commensurate with his ability and 
experience, and with a future opportunity 
limited only by his energy and capacity. 


If you have actual or potential construc- 


tive ability, and want 
to do a big piece of 
work, send full infor- 
mation about yourself 


and your experience, 


stating the salary at 
which you are willing 
to start, to [-38. 
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INDEPENDENCE-- 


a thought to conjure with in history, a word 
to fire the hearts of patriots, a blessing 
which measures its attributes in terms of 
present sacrifice to purchase future happi- 
ness and content. 
paraphrase) is not a bequest—it is a con- 
quest—an unending battle to preserve that 
upon which those about us consciously or 
unconsciously encroach in their pursuit of 
the same possession. 


For independence (to 


@ And it is the sublime mission of life in- 
surance to place within the reach of every 
man that satisfaction which financial inde- 
pendence for himself and those whom he 
loves invariably yields. 
wark, no more effective barrier could be 
placed between the uncertainties of fate 
and the aspirations of humanity than the 
institution of life insurance. 
as the desire for comfort, as safe as the 
‘government under which we live, as sure as 
the formulae of mathematics, as powerful 
as the resources of our nation. 


No mightier bul- 


It is as natural 


@ Independence achieved through the me- 
dium of life insurance is independence 


indeed. 
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OBJECTION IS RAISED 


—_— 


RULING ON GROUP INSURANCE 
Commissioner Olaf H. Johnson of Wis- 
consin Says Plan as Submitted 
Is Illegal in State 





MADISON, WIS., Sept. 29.—Commis- 
sioner Olaf H. Johnson has handed 
down an opinion of considerable interest 
to the life insurance business. The ef- 
fect of the ruling seems to be that group 
insurance as ordinarily written is illegal 
in Wisconsin. In the case submitted, a 
Wisconsin manufacturing concern was 
solicited for group life insurance on the 
payroll deduction plan. The average 
age of the group was 42. Officers were 
authorized to take at their option up to 
$10,000, while employes were lifnited to 
$3,000. The rate offered was 78 cents 
per $1,000 of insurance per month, the 
members of the group to pay 60 cents 
per month, while the company would 
pay 18 cents. No medical examination 
was required. It was further agreed 
that the insurance company would return 
annually not less than 88 percent of the 
premiums paid. If the death losses in 
any year should be less than 88 percent 
of the premium, the difference between 
these items would be refunded as a divi- 
dend. 

Would Show Discrimination 


Commissioner Johnson ruled that, 
whether such policyholders were segre- 
gated or not, to grant the advantage of 
non-medical insurance to some policy- 
holders and not to others of the same 
class and equal expectation of life would 
be a discrimination and a violation of 
the law. He held that an insurant in life 
insurance is a separate and distinct risk 
and no premium rate can be given to an 
individual of a group that is not also 
given to an individual of like age and 
same form of policy. He held that the 
guarantee of a return of a fixed percent- 
age of the premium income in death 
losses and dividends to a group, where 
a similar guarantee is not given to other 
policyholders, is a discrimination and 
consequently in violation of the law. 
He also held that to offer a dividend 
under a group contract, composed of the 
saving in commissions effected by writ- 
ing the insurance directly, when such a 
refund is not offered to all other policy- 
holders, would be a discrimination. He 
also stated that the granting of advan- 
tages to officers in the form of allowing 
them larger amounts of insurance at the 
same rate, would also be a discrimina- 
tion, as it would not be applicable to all 
other policyholders of the same age and 
under like form of policy. 

Based on Statement of Fact 


The opinion stated that in the request 
for a ruling no company was mentioned 
and no policy form was presented, the 
opinion being based wholly upon the 
statement of facts submitted and the 
queries propounded. He also stated that 
for such discrimination and violation of 
the law as was evident in the case, the 
commissioner, upon the filing of com- 
plaint, is required to cite the parties so 
charged to show cause why the license 
to transact business in Wisconsin should 
not be revoked. 


COMPANIES NOT DISTURBED 


NEW YORK, Sept. 30—The Hart- 
ford companies writing group insurance 
are no more seriously disturbed than 
the companies here by Commissioner 
Johnson’s opinion, according to the 
“Journal of Commerce,” which today 
reports a representative of the Aetna 
Life as saying that the company has 
written a large amount of group in 
Wisconsin, but does not expect to be 
annoyed by the ruling. 

He also intimated that in case of con- 


flict the companies affected would | 


probably take the matter up as a unit, 
perhaps through the recently organized 
Group Insurance Association. The Con- 
necticut General and the Connecticut 








TOLD PRODUCTION PLAN 


THORP ADDRESSED AGENCY 





Showed Means of Increasing Quota in 
Talk Before Aetna Life New 
York Men 


The speaker at this week’s meeting of 
the agents of Hart & Eubank, genera] 
agents in New York of the Aetna Life, 
was Abner Thorp, Jr., managing editor 
of Diamond Life Bulletins, who gave a 
talk on a plan of work for life insurance 
salesmen which those present character- 
ized as one of the most brilliant and 
illuminating they had_ ever heard, 
Speaking of the law of increasing re- 
turns, Mr. Thorp said that if an agent 
was now making 30 calls and writing 
$3,000 of business a week he might ex- 
pect to write $5,000 by increasing his 
calls to 50 a week. As a matter of fact 
he would write much more. 


Gave Actual Records 


Mr. Thorp proved this by producing 
actual records to show that he would 
write between $7,500 and $10,000 a week 
by reason of the law of increasing re- 
turns. “The principle of this law may 
be illustrated in the case of a boiler 
which requires a great deal more fuel 
to heat it to a given temperature from 
a cold state than to maintain it at a high 
temperature that has once been reached. 
The principle is also illustrated in the 
case of a heavy truck starting with a 
cold motor on a cold morning. It is 
very difficult to start the truck and it 
requires a great deal of gas to attain a 
certain momentum, but when that mo- 
mentum has been secured the motor can 
be throttled down and the momentum 
of the truck will carry it through the 
wall of a_ building before it can be 
stopped. This is precisely the case of 
the average life insurance man who is 
making less than 10 calls a day. He 
allows so much time to elapse between 
calls that he is, figuratively speaking, 
constantly putting out his fires and is 
under the laborious necessity of build- 
ing up his momentum anew in each par- 
ticular interview. 

Must Maintain Pace 

“But if he goes from one prospect to 
the next during his canvassing hours 
without allowing himself to get cold he 
Carries over into the next interview all 
the force, nervous energy, self-confi- 
dence and persuasive power developed 
in the last. Not only does his business 
increase in proportion to his increased 
calls, but each interview becomes more 
productive. Larger policies are written 
and with less apparent effort. This is 
the law of increasing returns which 
every man in the life insurance business 
must take into consideration. In any 
proper plan of work the use of records 
will tell an agent just how little work 
he is actually doing and thus make it 
possible for him and his supervisors to 
overcome such a condition where it ex- 
ists. Such a sy stem may be quite simple 
as is illustrated in the cards furnished 
its clients by the Diamond Life Bulle- 
tins. Many agencies in the country are 
using this. system and production has 
shown an increase of from 1 to 500 per- 
cent as a result. The system brings into 
operation the law of increasing returns, 
keeps the agent constantly informed of 
just what he is doing and makes it pos- 
sible easily to arrange his work from 
day to day and thus avoid unnecessary 
effort and waste of time.” 








Mutual are not operating in Wisconsin, 
while the Phoenix Mutual withdrew 
from the state several years ago when 
much hampering legislation was passed. 


Bankers Life Convention Dates 


President Gerard S. Nollen of the 
Bankers Life of Iowa has announced 
Jan. 13-14 as the dates for the company’s 


‘Gold Medal Club and regional schools 


of instruction, to be held in St. Louis. 
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BERKSHIRE LIFE AGENTS MET 








Officers Named By President Rhodes of 
ta in Pittsfield Company at Home 
Office Conference 


The annual meeting of the Rhodes 
Club of the Berkshire Life was held 


hg 
me at the home office last week, President 
Life Frederick H. Rhodes installing the fol- 
ditor lowing officers of the club: Lowell M. 
Ve a Clucas, Pittsfield, Mass., president; W. 
rance Rankin Furey, Pittsburgh, first vice- 
cter. president; A. C. Triggs, Chicago, second 
and vice-president and E. Harman, Indian- 
card. apolis, secretary. The officers of the 
> ne organization are named according to the 
gent total of paid business for the club year. 
iting The members of the club held a three 
y*. day meeting at the home office and en- 
> he joyed instructive business sessions inter- 
fact spersed with an elaborate entertainment 
program. On the first evening there 
was a reception for the visiting agents 
by the officials of the company. 
ould President Rhodes Spoke 
ce Wednesday morning, a business meet- 
te ing was held at which President John 
may Morphy, general agent, of Detroit pre- 
sie sided. The address of welcome was 
fuel made by President Rhodes, followed by 
nee one by J. S. Winnings, Pittsfield, su- 
high perintendent of agencies. Others who 
hed spoke during the morning were J. B. 


the O’Brien of Albany on “Writing More 
Applications”: L. M. Clucas of Pittsfield 


4 bs on “Writing Larger Applications”; and 
dit Roderic Pirnie of Springfield on “Pro- 
> gram Insurance.” Luncheon followed 
wg at the Wendell hotel. 

poet In the afternoon an automobile trip 
eee was enjoyed by the members over the 
the Berkshire and Mohawk trails, followed 
be by dinner at the Country club at 6:30, 
of with President Rhodes presiding. The 
+ address of the evening was given by 


He Medical Director Dr. Henry Colt on 
Medical Underwriting.” 


een 
ing, Officers Were Installed 
| is Thursday morning at 9:30 an open 
ild- session of the club was held with Secre- 
ar- tary Carroll presiding with short talks 
by the members for which special prizes 
were awarded The annual business 
to meeting followed at 11, President Clucas 
urs presiding. The installation of officers 
he took place and President Rhodes made 
all Rhodes club awards to individual mem- 
fhe bers. New business and plans for the 
sed club year of 1926-1927 were then dis- 
ess cussed after which adjournment was 
ed taken, followed by luncheon at the Wen- 
re dell. 
en As souvenirs of the convention, every 
ts member of the club was presented by 
ch the company with beautiful golden em- 
38 blems 
ny eee en pa 
Bourke Takes New Post 
“ Pai ren Bourke, state ‘manager of 
to the nternational Life of St. Louis for 
“ Nebraska for the past three years, has 
le awned to become vice-president and 
ed perintendent of agents of the North- 
™ western Life of Omaha. 
2 Mr Bourke was formerly manager for 


re the Equitable Life of New York in 
Arizona and has a record for successful 
agency organization. He leaves the In- 
ternational against its wishes and breaks 
a connection that has been both pleas- 
ant and creditable. The Northwestern 

was acquired by the owners of the newly 


mn eels 3 Te 

- organized Union Reserve Life early in 
; #26 and merged the latter company. 
Kansas City Life Men in Richmond 

) os : a 

Tsien exectives of the Kansas City 
n M Mee on: the convention of the 
1. .Ortgage Bankers Association of Amer- 


1 i ; 
ca in Richmond last week but were not 


ak 

maton re ). T. Torrens, vice-president 

prea y upervisor; Wood Arnold, vice- 

Daniel FH and city loan supervisor, and 
‘ . Cox, assistant secretary. 
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— 
JAMES W. STEVENS, Founder 


The Ideal Agency Officer 


HE ideal agency officer is one who knows his 
| company from the ground up—thoroughly knows 
and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, a 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
in an active agency organization. 

He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 

He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 

In brief, the successful head of an agency depart 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, _ a the success and the strergth 
of the producing force. 


From address of R. W. Stevens, President, 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago, 
November, 1925. 


Illinois Life Insurance Co. 


CHICAGO 


JAMES W. STEVENS, Founder 
Greatest Illinois Company 


1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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COMMENTS ON PLANS 


TREATS GUARANTEED SAVINGS 





Merits of This Form of Thrift Discussed 
by New York Journal of 
Commerce 





The rapid growth in recent years of 
“guaranteed savings” plan has been of 
considerable interest to life underwrit- 
ers and the New York “Journal of Com- 
merce” has commented upon the merits 
of these plans a’ follows: 

“Of recent developments in life insur- 
ance, one which is calling forth a good 
many comments from members of the 
insurance fraternity is the growth of 
so-called guaranteed savings plans. 
These plans have been of longer stand- 
ing in western states than in New York, 
but have been spreading slowly through 
this state during the last two or three 
years. 

All Plans Similar 

“While they differ in detail, their gen- 
cral plan is much the same everywhere. 
The subscriber agrees to deposit each 
month in a savings bank a stated amount. 
From this is taken the premium on an 








ordinary whole life insurance policy with 
one of the old line companies, the de- 
posit being considerably larger than the 
premium. Eventually the interest on the 
deposits will be enough to care for the 
premiums. At the end of a fixed term 
of years, the bank agrees to pay to the 
depositor a predetermined sum. In the 
event of his death, this sum becomes im- 
mediately available for his estate. 


Difference of Opinion 


“Opinion differs as to the virtues of 
these plans. It is generally agreed that 
the plans accomplish nothing which could 
not be accomplished by a proper selec- 
tion of life policies; but it is admitted 
that they do have an attractiveness for 
prospects, which helps to break down 
sales resistance. The principal criticism 
has been that they will encourage lapsa- 
tion of policies at the end of the savings 
period. Criticism has also been voiced 
of the fact that salesmen who have no 
licenses to solicit insurance may solicit 
customers and have licensed agents fill 
out the necessary blanks after the deal 
has been closed. Other features have 
also been questioned. On the whole, 
however, the disposition of insurance 
row has been to keep hands off until suf- 
ficient time has elapsed to permit an 
adequate judgment as to the real value 
of the plans in promoting thrift and in- 
surance.” 


NO LOSSES ON LOANS 


FLORIDA MORTGAGES INSURED 





Increasing Popularity of Real Estate In- 
vestments Is Demonstrated at Con- 
vention Held in Richmond 





RICHMOND, VA., Sept. 28.—Com- 
ing as it did just a day or two before 
the Mortgage Bankers Association of 
America’s annual convention here, the 
tornado which devastated southern 
Florida in the neighborhood of Miami 
naturally excited interest among ‘the 
bankers and others attending the meet- 
ing, and while the convention took no 
formal action further than to extend 
sympathy and condolence to the citi- 
zens of the stricken area, the storm was 
the subject of much informal discussion 
during the meeting. Lester E. Wurfel, 
assistant secretary of the Prudential, 
who had delivered an address before the 
convention, believed that so far as life 
insurance companies were concerned the 
losses on loans made in Florida would 
be negligible. He explained that due to 
the unusual inflation in the Florida de- 
velopment they were slow to make loans 





on property there. What loans were 





More Than 100,000 Unsold Prospects 


When one of the many new men who are constantly being added to our sales force was asked re- 
cently why he chose the BUSINESS MEN’S ASSURANCE among the many good companies 


that would have appreciated his services, he replied: 


‘Because after a thorough investigation, I became convinced 
that your Company has the greatest number of unsold prospects 
of any company in existence.’ 


We believe this new man was right and that even we ourselves had failed to fully appreciate the 


tremendous advantage this gives our own field mva. 


More than 100,000 of the prominent Business and Professional men throughout 29 states have 
our Accident and Health service, who have not yet availed themselves of complete B. M. A. 
service, under our matchless “All-Ways” contract—Life, Accident and Health protection under 


one contract and under one payment. 


More than 100,000 who are already friends and clients of the Company—whose confidence is 
evidenced by the continuing of that Disability protection in the Company—who have shown 
their preference for B. M. A. service, and who are therefore in fact the best 100,000 unsold 


prospects the insurance man can hope to find. 


And the Company will distribute among those 100,000 prospects, through personal delivery by 
its field men, more than $1,500,000.00 in benefits under disability contracts during this one year 
of 1926. Enough cash to cover the initial annual deposits on $50,000,000.00 of Life Insurance. 


Yes, this young man was right; we do have the greatest number of unsold prospects. 


17 Years in Disability Insurance—nearly $4,000,000.00 premiums in force 
6 Years in Life Insurance—over $33,000,000.00 in force 


Are You Familiar With Our “ All-W ays” Contract? 
“It Pays All Ways and it Pays Always.”’ 


Business Men’s Assurance Company 


W. T. GRANT, President 


KANSAS CITY, MISSOURI 








' 
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made, he said, were conservative, and 
the. mortgages taken were protected by 
policies carrying tornado as well as fire 
damage clauses. Banks, likewise, had 
been slow to make heavy loans op 
Florida property and for the most part 
were protected against storm damage 
he was advised. ‘ 
Consider Mandatory Tornado Insurance 


There was some speculation as to 
whether tornado cover would ever be 
made mandatory as fire insurance js jn 
all parts of the country in view of the 
fact that but very few sections of the 
country appear to be immune to the tor- 
nado hazard. Discussing this phase of 
the situation, George E. Heindel of (+. 
tumwa, lIa., retiring president of the 
association, ventured the opinion that 
this would not come about until it was 
made a uniform requirement by all mort- 
gage loan companies. On account of 
the keen competition among them for 
business, he doubted whether this would 
ever come to pass. In his own section, 
he pointed out, such clauses are manda- 
tory because of the frequency with which 
windstorms and tornadoes occur. 


Mortgages Are Popular 


Mr. Wurfel told the convention that 
there are numerous reasons why mort- 
gage loan investments should be viewed 
by life insurance companies with in- 
creasing favor. First and foremost, he 
said, experience has shown that they 
furnish an adequate return and at the 
same time, when properly placed, re- 
duce the question of risk to a minimum. 
He regarded it as most significant that 
with the vast sums of money being 
loaned on real estate mortgages during 
the past 50 years by banks, building and 
loan associations and insurance com- 
panies, the losses on such investments 
have been negligible. An unmistakable 
evidence of their faith in this form of 
investment, he said that life insurance 
companies had seen fit to increase such 
investments during the last six years 
from 30.8 percent to 42 percent of ad- 
mitted assets. 


Farm Mortgages Are Good 


Faith in the stability of farm mort- 
gages was voiced by Griff Johnson, in- 
vestment vice-president of the Equi- 
table Life of Iowa, in an address on 
“Stimulating the Farm Market.” “Ex- 
ecutive managers of the heavy farm 
mortgage companies,” he said, “are dili- 
gent in seeking more of this form of in- 
vestment. Men of large experience and 
mature discretion in business are not 
frightened by the temporary depression 
in the affairs of the greatest of all in- 
dustries. Some of these men through 
their long tenure of years in the service 
of investing trust funds know personally 
that the farming industry has never 
failed to come back each time on a 
stronger basis and a higher valuation 
along with more permanence and stabil- 
ity.” 

F. O. Ketcham of the Realty Trust 
Company, Dallas, Tex., gave the con- 
vention some tips as to securing a liie 
insurance outlet for mortgage loans. 


Back of Peoria Hotel 


The new Pere Marquette hotel at Pe- 
oria is rapidly nearing completion and 
will be ready for occupancy sometime in 
December. The erection of this hotel 
was made possible by the loan of_ the 
Peoria Life. President Emmet C. May 
and some of the directors are stock- 
holders in the hotel company. It will 
be leased to an operating company. It 
has 400 rooms and a banquet room that 
will seat 800. It will be a handsome 
addition to the city. It is within a block 
of the Peoria Life building. 


Equitable’s Indianapolis School 


Dr. George B. VanArsdall, director 
of education of the Eauitable Life © 
New York, is conducting a school 10F 
the Equitable’s agents in Indianapolis. 
He is assisted by Frank L. Jones, 
agency manager; Victer Beamer, local 








district manager, and Edgar Webb, as 
sistant local manager. 
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CONVENTIONS? AXMAN 





EATS ’'EM UP— 


IMPRESSIONS OF STRENUOUS MONTH 





“Eastern Underwriter,” without 

doubt, is the most strenuous con- 
ventioneer in the country. He covers 
personally more gatherings than any 
other one newspaper man, stopping a 
day or so at one convention, and then 
touring across the continent to an- 
other. He started this month with the 
meeting of the American Life Conven- 
tion in Detroit, staying there a day and 
then hurrying to Hartford to take in the 
Connecticut Mutual Life agency con- 
vention. He attended the Aetna Life 
convention at Hot Springs, Va., staying 
over for the Phoenix Mutual Life con- 
vention, and then shot over to Atlantic 
City for the National Association of Life 
Underwriters’ annual meeting. He took 
in the Union Central Life and Guardian 
Life conventions at Atlantic City, and 
then, in the same city, attended the Na- 
tional Association of Insurance Agents’ 
convention last week. Whether he 
passed up the Fidelity Mutual Life con- 
vention at Atlantic City, Mr. Axman 
does not say. It is intimated, however, 
that he was present for 10 minutes at 


Ctastern AXMAN, editor of the 





this convention. There are probably 
others in the September group that he 
attended which he has forgotten to 
record. 

Gives Personal Impressions 

of September Convention | 
Mr. Axman was asked by THE | 
NATIONAL UNDERWRITER to give some | 


personal impressions of the September | 
conventions. He writes in the truly | 
Axmanese style as follows: 


“As to the eight conventions in Hot 
Springs, Va.; Atlantic City, Hartford | 
and Detroit which I helped to cover 


for the ‘Eastern Underwriter’ since early 
in September, my mind seems a blank 
this morning. A lot of my previous 
ideas were brusquely overturned. For 
instance, I had thought that people 
were bored by long speeches. Yet, Doc | 
Huebner of the U. of P.. who made 
the longest of any of them, talked for 
more than an hour at the Connecticut 
Mutual and at the National Associa- 
tion of Life Underwriters, and both 
times went over big, not only in ap- 
plause, but with lead pencils.” 





Golf Presentations 
Chance for Scintillation 


“I had always thought that the pre- 
sentation of cups for golf prizes at in- 
surance dinners wasn’t such a much 
of a brilliant occasion, as the recipi- 
ents in the past have sometimes shown 
the effect of too much post-golf celebra- 
tion. Yet, the talks at the Aetna Life 
dinner, while Dick Place was present- 
ing the prizes, were positively scintil- 








| substantial evidence of appreciation 


lating. I was surprised to find that the 
Phoenix Mutual, which has only half a 
thousand agents or so, had one of the 
largest and snappiest of the conven- 
tions. The Aetna Life convention was 
the smallest and most business-like in 
numbers, most of those present being 
field managers from coast to coast. 


Atlantic City Not 
Magnet, as Expected 


“I did not think it possible that Eddie 
Woods and such eloquent and experi- 
enced convention warriors would sit 
through a long convention without 
joining in a floor discussion, but at the 
National Association of Life Under- 
writers there was practically no floor de- 
bate. I noted more esprit and bon- 
homme at the Guardian Life dinner than 
any of the others. I did not know that the 
Union Central Life was to have the 
largest of all the company conventions. 

“Both the conventions of the Na- 
tional Association of Life Underwriters 
and the National Association of Insur- 
ance Agents were far below the ex- 
pectations of the managers in attend- 
ance, I had thought that Atlantic 
City, Atlantic City, would have 
proven more of a magnet. It wasn't. 


as 


Speeches Are Ranked 
from Various Viewpoints 


“Of all the set speeches of the month, 
Darwin P. Kingsley hit the top notch 
for brilliance. James L. Case of Nor- 
wich, Conn., appeared the most times 
on the floor, and was the best cheer 
leader. Doc Huebner received the most 
(a 
large-sized check from the National As- 
sociation of Life Underwriters). Cliff 
C. Jones of Kansas City was given the 
heaviest gift—a big Victrola talking 
machine. Tom Moffatt of Newark got 
the most affectionateeovation from the 
fire agents’ convention in Atlantic City. 
Meridith Nicholson, the novelist, speak- 
ing at the life underwriters’ banquet 
made the poorest of the dinner speeches 
during the month. Betty Welton and 
Dorothy Paul were the youngest of 
the convention attendants, and the Na- 


| tional Surety and New York Indemnity 


had the largest suite of rooms at any 
convention (National Association of In- 
surance Agents). 

“Every time I was tired during the 
month I thought sympathetically of 
William L. Hadley and the balance of 
the staff back in the office waiting for 
the leisurely Western Union and Pos- 
tal telegraph boys to deliver the mes- 
sages I had been writing from the re- 
sort hotels, and which sometimes came 
in late at night—and of the bunch cuss- 
ing at the print shop.” 











Reports Big Gains 


The Mutual Trust Life of Chicago 
reports gratifying results from its va- 
cation campaign in August, having 
shown an increase of 35.7 percent in 
new business that month, compared with 
the 7 percent decrease reported as the 
average of all companies in the country. 
Vice-President Carl Peterson conducted 
a special campaign during the summer 
to convince the agency force that they 
could overcome the customary summer 
slump, the result being this notable in- 
crease in new business. 





Equitable’s Northwest Meeting 
A 


_An educational conference of agents | 
of the Equitable Life of New York was | 
held at Seaside, Ore., recently for men | 
from several offices. W. M. Rother- | 
mel, assistant to Vice-president F. H. ; 
Davis, gave an address on the use of | 
material furnished the agents. 

C. J. Sauter, Seattle manager, spoke | 
on “Methods of Providing Monthly 
Life Incomes Through Policy Options,” 
C. H. McCoy, general agent at Spokane, 


spoke on “Group Insurance” and Leslie 
F. Rice, Portland manager, on “Single 
Payment Annuities.” Howard Ries of 
Everett, Washington agency, talked on 
“Programming a Man’s Life Insur- 
ance.” “Serving Special Needs Through 
Life Insurance,” was the topic of F. H. 
Schroeder of Wenatchee. Other 
speakers were P. H. Walbridge of Ta- 
coma and M. Rosamer, Julius Asheim 
and H. L. Clatterbos, all of Portland. 


Phoenix Mutual Service Medals 


The Phoenix Mutual is now giving 
service medals to home office and field 
employes for 10, 15, 20 and 25 years’ 
service. Eighty were given out at the 
home office recently by President Welch. 
Silas Cornwall of Hartford is the oldest 
man in the service of the company, hav- 
ing served 59 years. A “President's 
Year Book” has also been started in 
which a page will be given to each 
agent who writes above $6,000 in new 
premiums. Chapter I is devoted to 
those who write $12.000 or more, Chap- 
ter II to those writing $9.000 or more 
and Chanter III writing $6,000 or more. 








6 Outstanding Features 


of Pan-American Service 


1. Educational Course—teaching the fundamentals 


of the profession 


2. Individual Sales Planning—developing prospects 


and securing interviews 
2, Unexcelled Life Policies—fitting every need 


j. Child’s Educational Endowment — guaranteeing 


the future education of the child 


5. Group Insurance—an undeveloped field 


6. All forms of Accident and. Health Insurance— 


both Commercial and Non-cancellable. 
WE HAVE A FEW ATTRACTIVE GENERAL 
AGENCY OPENINGS FOR MEN NOT AT 


PRESENT ATTACHED, WHO MEASURE UP 
TO PAN-AMERICAN IDEALS. 


ADDRESS 


E. G. Simmons, Vice-President and General Manager 


PAN-AMERICAN 
LIFE INSURANCE CO. 


New Orleans, U.S. A. 


Crawford H. Ellis, President 
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99% 


Of all applications accepted. Would these facil- 
ities for placing insurance interest you? 


Our 1925 experience: 


Policies issued as applied for, more than 93%. 
Policies issued on modified basis, 5%. 
Actual rejections, less than 134%. 


Many of the 134% rejections can now be written 
on the Company’s Personal Life Income policy 
for rejected risks, bringing acceptances up to 99%. 





Actual to expected mortality, 39%. 


ge Ow- 


General Agent Wanted for Pittsburg, Pa. 


Other good openings. For information address: 


The Ohio National Life 


Insurance Company 
CINCINNATI, OHIO 


E. E. Kirkpatrick 


T. W. Appleby 
Sup’t of Agents 


President 





| 
| 





You heard 


ane = 
CONSIDER ASKING COMPANIES TO | 
C e tr - | St 7 t Li f CEASE ALL BROKERAGE BUSINESS | 
l HE advisability of putting the Na-; their own agents, except in cases of legi- 
tional Association of Life Under-| timate surplus business.” 
writers on record as opposed to Santer Wastaten Bove 
nsurance om an brokerage . business was seriously con- A dic egg p 
sidered at the recent Atlantic City con- | _ Speaking in defense of his resolution, 
vention and was not passed upon only | Mr. Taylor presented a strong case, say- 
St. Louis, Mo. because it was felt best not to act hastily | ™g, mm part: . : 
upon so important a problem. A resolu- | I want to put before you as briefly as 
tion to this effect was presented by | | possibly can what I consider the most 
C. Burgess Taylor, Philadelphia man- | vital thing before the insuring public to- 
° ; ager for the Northwestern Mutual Life, | day and still more vital if possible to 
Agency Openings in but the resolutions committee recom- | the life underwriters, and I want to con- 
mended that it be referred to the execu- | gtatulate you upon the fact that you 
ARKANSAS MISSOURI tive committee for further consideration | ate hearing this talk that I am to make 
and later action. | against one of the finest backgrounds 
CALIFORNIA MONTANA enibitten Wan Giecst | imaginable in order to enable you to 
COLORADO NEB r ‘ consider it on its merits. 
EBRASKA The resolution as presented by Mr. | one of the greatest speeches I ever heard 
FLORIDA NEW MEXICO Taylor read as follows: | fall from the lips of mortal man on any 
“Whereas, life insurance salesmanship | Subject made by Mr. Van Ardsall here 
IDAHO OKLAHOMA has been lifted from the field of a casual | 0", the —— of A life under- 
ILLINOIS SOUTH DAKOTA occupation to the dignity of a profession, | Wtiter_ and that these obligations are 
. |} not only to his company but to the 
and : , : 
KANSAS TEXAS “Ww E : ase | policyholder. He has outlined for you 
W hereas, the requirements Of Pro-| in a way that nobody that I know could 
MINNESOTA UTAH fessional service necessitate the expendi- | possibly do, just what the requirements 
' ture of effort, time and money to equip | must be of the man who carries the rate 
WYOMING an agent to give service which the insur- | hook and is to render this service to the 
ing public is being educated to expect, | insuring public, and I submit to you as 
and | practical life insurance men, can a man 
“Whereas, the practice of accepting in- | do that who does not have the adequate 
All Ages up to 65. surance from brokers contributes to the a ~~ o soeeies either in 
Me ie . ¢ pe ; | an established institution of learning or 
Participating and Non-Participating volume of business written by the com- | hy anataes ‘edition % be 
Sta i ¥" Sub-S pany but robs the professional life insur- | fy ered» ~~ by the 
dard ub- tandard ° ° e . : ite “TS ASS : 
: wr a ial ance man of the fruits of his labor in a . 
Disability and Double Indemnity. harsh and unjustifiable manner; Questions Pri-ent Scheme 
“Therefore, be it resolved, that it is “And let me ask you this further ques- 
ASSETS: $7 000,000 the sense of the members of the National tion—and I am speaking as a manager 
” ’ , Underwriters Association in convention to managers—is it honest for us to go 
at its Philadelphia-Atlantic City meeting, to the University of Pennsylvania, Car- 
RA 1926, that the companies indulging in| negie Tech and these great institutions 
e , . . - . 
INSU NCE IN FORCE: $70,600,000 such practices should discontinue same of learning and say to a young man, 
at once and accept business only from ‘Here is a great opportunity for you 
\ 





Many important and constructive changes have been inaugurated by the Oregon 
Life of Portland this year, but the outstanding achievement of the company was 
made last week with the completion of the new three-story home at Alder and 


11th streets. The exterior is finished in white marble in Grecian style of archi- 
tecture. The interior is of oak and fir finish, and the whole is an abode of beauty 
and convenience from the basement containing several fireproof vaults to the 
directors’ room on the second floor. / 

The company was founded by the late L. Samuel and opened its doors for 
business April 12, 1906, since which time it has had a rapid growth. The com- 
pany now has over 15,000 policies in force in Oregon alone, amounting to $%6,- 
126,121, besides 2,394 policies in Washington, amounting to $5,015,904 and 1,431 
policies in Idaho, amounting to $2,539,056. 

In order to safeguard the health of its policyholders the company has become 
a member of the Life Extension Institute, being the first company to add this 























service on the Pacific coast. 
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LIFE INSURANCE EDITION 














to express your life and the best that | 
you have been able to make of it in| 
your service to your fellow man, equip 
yourself as a professional life under- 
writer and the world is open to you and 
everything that you can command by 
reason of your intelligence, your in- | 
tegrity and your industry,’ and after you 
have put that type of a man out on the 
streets to carry the banner of life insur- 
ance, after he has gone into a man’s | 
office and sold him the proposition, has | 
sold him his company and then that 
man because of friendship for some lite 
insurance broker calls up by telephone | 
and says: ‘Bill, there was a young man 
here in my office today who is a remark- 
able chap. He has sold me a life insur- 
ance proposition, a life insurance pro- | 
gram and I am sold on what he has had 
to offer and I am sold on the company 
that he represents, which happens to be 
some particular old line life insurance 
company.’ 


Example Is Cited 


“Can you get it for me?’ 

“Why certainly, I can get it for you. 
When can you be examined?’ 

“He picks up his telephone and calls 
a broker and says, ‘Can you arrange an 
examination for me this afternoon for 
John Smith?’ And he says, ‘Why cer- | 
tainly, I can.’ 

“The broker in turn calls up a life 
insurance agent or a life insurance 
manager and places that business over | 
the head of this man that he has led into 
a life insurance career on the promise 
that it was a profession of dignity, where | 
the rules of professional conduct obtained, 
and has been submarined. This young 
man doesn’t know what has happened | 
to him, but he knows the death hand has 
fallen on his efforts, and something has 
robbed him of that to which he knew he 
was entitled. 

“Let me tell you this story, and I will | 
finish with it. I hope the time will | 
come, and it will if I live and keep my 
strength, when this fight will be carried | 
on and on, year after year. If the life | 
insurance man or the man who carries | 


a rate book stands upon the same plane 
as the doctor, the lawyer, the civil en- 
gineer, it will be. 


Shows Unfertunate Results 


“I walked into a man’s place of busi- 
ness 30 days ago. 
sonally because of my company and my 
service to him, $150,000 of life insurance, 
and all that I could sell him under the 
rules of my company was $50,000 more. 
I placed that insurance, he gave me a 
check for the premium, and I developed 
$350,000 more of insurance by reason of 
the service that I rendered that man 
and his organization. One of the part- 
ners came to me and said, “Taylor, you 
have rendered a splendid service, and we 
appreciate it, but I am sorry, so-and-so 
is a polo playing friend of mine, we have 
been to Europe together, and I must 
give him that insurance.’ And that 


| $350,000 for which I was responsible for 


creating the demand for, went to a fire 
insurance broker who has no conception 
of a program as you heard described 
here today, who knows nothing more 
about life insurance than the veriest tyro. 


| That was the man who reaped the bene- 


fit of the work that I had done. And 
get this: The broker who handled that 
transaction represented two of the most 
reputable and best life insurance com- 
panies in this country, and when this 
man looked me in the eye and said, ‘Are 
these two good companies?’ I told him 
they were. They are splendid com- 
panies. 
Speaks for Newcomers 

“IT am making this plea for the boys 
who work for those companies, who 
carry the rate books on the street, and 
who popularize those companies and 
carry the message of what they have to 
offer to the insuring public. As a life 
insurance manager, I have been sub- 
jected to a loss of thousands of dollars. 
I have a record in my office that shows 
that I have turned down over $1,250,000 
of life insurance that was brought in 
and laid on my desk, and I refused to 
accept it.” 


I had sold him per- | 


|} of this young man. That was I. 


| People bought from him because of two 








ITS REWARD 


Picture of Profit of Service Program Is Given in Address Before 
Company Agency Convention 


BY KARL 


| SERVICE AND 








COLLINGS - : =| 





Fidelity Mutual Life, Philadeciphia 


business or those who have started 

and find the going hard, should be 
encouraged from the following picture | | 
shall attempt to draw. Picture if you | 
will a young man deciding to go into | 
the selling end of life insurance. This is 
he. Timid, retiring, poorly educated, | 
lacking of confidence—with some per- 
sistency and a few acquaintances. But | 
he had a firm determination to succeed | 
and to stick strictly to business until 
success was attained. That is the picture 


"T teste who are just starting in this 








| 

Fought Adverse Conditions 
I felt myself lacking in almost all the 

qualities that are considered necessary 
for success. I did not have nor have I 
yet that which the efficiency expert says | 
is necessary to successful salesmanship. | 
Namely, the dominating personality and | 
ability to persuade a man to buy by ob- 
taining only affirmative answers. I had 
this, however, determination to succeed, 
and I had the faculty of making friends. 
I also had a vision of developing my | 
personal business along the lines of that 
merchant prince — John Wanamaker. 


things. His goods were not excelled 
elsewhere and his service was unheard 
of before that time. He was a pioneer. 
I knew that my goods were not excelled 
and I tried to make my service fit my 
goods. I exposed myself to friendly 
contact. I liked people and wanted 
them to like me. Do not think, though, 
it was easy at the start nor for several 
years thereafter. It was a long time 
before I made more than a bare living. | 
But I took my business seriously. I | 
gave as much attention to the man I 
wrote for $1,000, as I did the one I' 








wrote for $10,000. I did this for two 
reasons. The first reason was they were 
each equally my client. The second rea- 
son—the $1,000 man would sometime 
develop into the $10,000 man. How well 
this has worked out is shown by the fact 
that I have 108 clients whom I have in- 
sured from two to 15 times. The orig- 
inal writing on these 108 totaled $1,123,- 
000. The total on the same 108 now is 
$3,670,000. 


Cities Example of Service 


To illustrate the result of my service 
to my clients and the contacts I kept, I 
will give this one example. Twenty 
years ago a man I knew started in busi- 
ness for himself. He invested all he had 
and borrowed all he could. I knew this, 
so suggested he take out a policy to 
cover as much of his investment as he 
could afford. He took out. $2,000. This 
man prospered. I kept in touch with 
him and increased his insurance from 
year to year. As the years passed on, 
his three sons entered the business with 
him. I insured each of the boys for a 
small policy. Today they have built up 
a splendid and profitable business and I 
have prospered with them to this extent 
—the four of them now carry 37 policies 
for a total of $225,000 and the end is not 
yet. Think of that growth. Service is 
the answer. 

I have many cases where I have in- 
sured the man over and over again. 
Now I could not give this service were 
it not for the service I receive from my 
company. The personal interest the 
management takes in me as it does in 
all of you, is an inspiration and spurs me 
on to larger business. The suggestions 


| that come from the company give me 
many new ideas whereby I can serve my 
























Equitable Life of Iowa Building, Des Moines 
Iowa's Tallest Office Buslding 





Founded: 


Practical Sales Helps 


The Equitable Life of Iowa has 


sales helps which definitely tie up each step of the sale from the 
publication of the advertisement in the agent’s local paper to the 
delivery of the policy. They provide a continuity of thought and 
concentration of interest on a particular form of protection which 
direct the attention of the prospct throughout the sale. 


The plan consists of advertising copy to be run in the local 
paper of the agent, direct-mail letters to well selected prospects, 
a comprehensive and complete Sales Manual prepared by the 
company for use in soliciting and a good will policy jacket in- 
dicating the purpose for which the policy was purchased. 


Company write to Agency 


1867 


The Equitable Life of Iowa is constantly furnishing its 
agents with valuable new soliciting material. 


Men desiring contracts with a progressive, helpful 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


prepared many practical 


Department. 


Home Office: Des Moines 
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CLARKSBURG 


ana 


WHEELING 


are two of the most 
important and fastest 
growing cities in the 
rich state of West 
Virginia. These in- 
dustrial centers offer 
wonderful possibil- 
ities for the building 
of profitable general 
agencies. 


One of the old and 
aggressive Southern 
Companies is desir- 
ous of obtaining rep- 
resentation at both 
places and will now 
consider the applica- 
tions of high grade 
men who are inter- 
ested in unusually at- 
tractive openings. 


These vacancies will 
soon be filled. Inter- 
ested parties should in- 
quire at once. 


Address T-36 


‘/, The 
National 
Underwriter 














clients. So the service I receive from 
the company I pass on to my clients. 
That it is appreciated by them I know 
from the increased volume I receive. 


Extends Service to All 


Now my service is not only to the 
insured. When one of my policies be- 
comes a claim, I immediately place my- 
self at the service of the beneficiary. I 
take the proofs of loss of not only my 
own company, but all the companies in 
which my client is insured. My record 
tells me which ones they are. I employ 
a notary to fill them out and acknowl- 
edge them. Then they are placed before 
the widow by the notary and completed 
in one transaction. I pay the notary for 
this work. If you have never done this 
—try it. It never fails to give me a 
thrill of satisfaction to know that I am 
giving a service that the insured did not 
know he had bought when he became 
my client. But the beneficiary knows 
and the expressions of appreciation I 
get are many. I do not doubt that some 
business results, but I have never given 
much thought to that. 

Not long ago a man who carries a 
large line of insurance, but who only had 
a small policy with me, called me on the 
telephone and asked me to come to his 
office. When I got there he gave me all 
his policies and asked me to make a 
schedule of them and advise him 
whether or not they were in proper 
form. When I returned to my office and 
opened the package I was surprised to 
see the following on the outside of the 
carrier: “To my executors: At my death 
turn all my insurance policies over to 
Karl Collings, who will see that proper 
settlement is made.” Now this man is 
what is known as a hard-boiled indi- 
vidual so far as business is concerned. 
I felt this to be a high compliment to 
me. All his policies were good and in 
first-class companies. I so reported to 
him. Since then he has sent for me sev- 
eral times and he has given me $88,000. 
All this occurred within 18 months. 


Reward Is Great 


And so I could go on telling you of 
many such cases. But the reward of 
such service is great. Reward in the 
satisfaction of knowing you are doing 
something worth while. Reward in a 
constantly increasing renewal income 
that will make for independence. This 
you will receive if you give the kind of 
service that will make people believe in 
you and buy from you again and again. 

It is said that honesty is the best pol- 
icy. I have found that honesty is the 
only policy. May I illustrate this point 
with one example? A few months ago 
I happened to be at lunch, and at the 
table there was only one other man be- 
side myself. Before lunch was over he 
said, “Karl, I wish you would write me 
for $10,000 of insurance.” I said, “That 
is fine; thanks.” He then said: “My 
wife has been quite sick, the children are 
not well and I need some money. I 
have a $10,000 policy in another com- 
pany. I am going to cancel it and take 
the money and send my family away. I 
want $10,000 from you to cover the pol- 
icy I am going to cancel. What is the 
best way to do that? What kind of a 
policy have you?” His policy was a 
20-payment life, 12 years old. I said: 
“It would be a shame for you to cancel 
that policy, a splendid 20-year policy, 
with only eight years more to go. Why 
not do this? Go to the company and 
tell them you want a loan, and then 
later, as you are in funds, repay the loan 
and keep this splendid policy, which you 
could never replace.” He looked at me 
and said: “I never saw a life insurance 
man who would refuse an order when I 
gave it to him.” I replied, “I could not 
sit opposite you at lunch every day and 
look you in the face if I did this the way 
you suggest.” He did not say anything, 
and I thought he looked offended. We 
parted. 

“Hess Is Gain 

Two or three days later he came in 
again and said: “Karl, I have been 
thinking it over and find you are right. 
I went to the office of this company in 


CASES ARE DISMISSED! MANY PRIZES OFFERED 


INDICTMENTS ARE QUASHED 





Charge of Forgery Brought 
Several Months Ago 





Alfred Clover, former chairman of the 


board of the Public Life of Chicago, and 
‘four others formerly in the home office 
of that company, were freed of the 
charge of forging “proxies” for an elec- 
tion meeting of the stockholders last 
year, Judge William V. Brothers of the 
criminal court in Chicago signing the 
order last Saturday upon the jury ver- 
‘dict to this effect. Indictments had been 
brought early in the year against Alfred 
[ Clover, former chairman of the board 
and general manager, C. W. Kuhn, 
former secretary, Miss M. B. Bogges, 
J. B. Cunningham and Ralph A. Wiley. 
The five were charged with forging 
proxies for an election meeting of the 
company during the controversy be- 
tween two factions for the control of the 
company. These five are now connected 
with the Public Agency Corporation, 
former fiscal agents for the Public Life 
and now incorporated agency for the 
company. No change in control of the 
Public Life, however, is made as a 
sult of this decision of the court. 











They gave me the papers, I signed them, 
and I suppose the check will come along 
within a few days. I took occasion té& 
say to the cashier that this policy had 
been saved to them by Karl Collings, of 
the Fidelity. He would not let me can- 
cel it. Mr. Collings, you are pretty solid 
over there. Would you mind writing me 
for $5,000? ‘I would like to have my 
insurance with a man who does business 
as you do.” 

Just one other thing. In 1925 I paid 
in the Fidelity for about $900,000 of busi- 
ness. I am not boasting. I just want 
to get across the fact that the most won- 
derful asset you have is old policyhold- 
ers. I guard them with the greatest 
jealousy. I don’t want the company to 
have any dealings with them. I want 
them to deal with me. Changes of bene- 
ficiaries and loans usually come to me 
and are by me transmitted to the proper 
departments. Of that $900,000, $554,000 
was written on the lives of old policy- 
holders—more than half of it—and 
$250,000 more written on the lives of 
those who had been sent to me by old 
policyholders. About 90 percent of my 
business in 1925 was given to me. 
That’s just about it. Just given to me. 


Must Give and Take 


Friendly relations are not established 
by receiving favors. They are estab- 
lished by giving and receiving. I do not 
wait until someone gives me an order 
before I concern myself with him. I try 
to do things for my acquaintances for 
the pleasure it gives me, and the sur- 
prising result is this—suddenly I find 
someone has gone a long way out of his 
way to send me some business. I have 
never, in all these years, gotten over the 
feeling of surprise and gratitude this 
gives me. I do not think I ever will. 
Someone is always sending me business. 
I have not yet reached the point of feel- 
ing that my business is the result of 
superior salesmanship. I know it is not. 
It’s the result of friendly friends, and I 
am continually giving thanks for my 
friends. 

This is my story of service and its 
reward. There is not much that is new 
in it—certainly nothing mysterious. 


Missouri State Meeting 


Detroit, at its meeting this week, was 
addressed by home office men, they 
being John J. Crowley, third vice-presi- 
dent; James L. Ramsey, field super- 
visor; P. H. Young, agency instructor. 
Charles FE. Waddell, manager of the 








Philadelphia and said I wanted a loan. 


Detroit office, was in charge. 


The Missouri State Life agency at | 


| 








‘ond vice president; 


PLAN INTER-AGENCY CONTEST 





Five Public Life Men Are Freed from | Pacific Mutual Life Will Classify and 


Pair Off Offices to Put Them on 
Equal Basis in Competition 





The Pacific Mutual Life will hold an 
inter-agency contest in October, the spe- 


cial effort being conducted along the 
lines of a similar contest in October 
last year. The general agencies of the 


company are to be classified and paired 
off according to relative size, and/or 
geographical location, each being given 
an allotment, and the agency produc- 
ing the largest percentage of its allot- 
ment will be declared the winner over 
the agency with which it is competing. 
The special effort also includes team 
contests within each agency organiza- 
tion, with individual and agency prizes 
to be awarded under certain conditions, 
Both life and non-cancellable income 
business applied for from Oct. 1 to 31 
inclusive, and reported as paid for to 
the home office not later than Dec. 18, 
will count in the contest. There will 
be 106 individual prizes among class A 
agencies and 39 among Class B agen- 
cies. In Class B the agencies are as- 
signed to various groups and each given 
an allotment, and each agency will com- 
pete only against other members of its 
group, production of the largest  per- 
centage of allotment governing the 
award of the prize in each case. 








American Life Buys Building 


Announcement was made this week of 
the purchase by the American Life of 
Detroit of the Union Trust building at 
Congress and Griswold streets ‘in that 
city. Commissioner Hands of Michigan 
gave his approval to the transaction, 
which gives the company a modern, fire- 
proof structure of 11 stories, an. ideal 
home office. Although the deal is un- 
derstood to be complete, possession of 
the property will not be given for about 
a year and a half, according to informa- 
tion supplied the department. The pur- 
chase price was not announced but 1s 
understood to have been in excess of 
$1,500,000. 


Fiske to Address Church Congress 


Haley Fiske, president of Metropoli- 
tan Life, will be on the program for 
the second annual congress to be held 
by the Episcopal church in Milwaukee, 
Oct. 12-14. Mr. Fiske will speak on 
the “Christian Witness in a Work-a- 
Day World.” This is a signal honor for 
Mr. Fiske as he is one of the few lay- 
men who will make an address before 
the congress, which will attract Epis- 
copal bishops from all parts of the coun- 
try. afr. Fiske is the uncle of Bishop 
Charles Fiske of central New York, 
who will take a prominent part in the 
congress. 


Turley Heads International Life Club 


L. L. Turley, St. Louis, Mo., 
producer for the International Life of 
St. Louis, Mo., won the presidency o! 
the International Life Club, 1925-26, 
with more than $1,000,000 of paid-for 
business. Mr. Turley was second vice 
president of the 1924-25 club. 

Other officers of the 1925-26 club are: 
J. V. Keenan, Denver, Colo., first vice 
president; Z. H. Hughes, St. Louis, sec 
A. B. Cohen, third 
vice president; J. E. Houseworth, Jr. 
fourth vice president, and M. G. Cald- 
well, fifth vice president. 


ace 


O’Malley Wins Contest 


A. J. O'Malley of Nebraska was the 
winner of a special drive put on by the 
Central States Life between July 22 and 
Aug. 19. Approximately 102_ mid- 
summer producers participated in the 
contest. 
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HILE he enjoyed the national con- 
Wiention at Atlantic City very much, 
and thought it one of the best ever held, 
lohn L. Shuff, one of the past national 
presidents, expressed the hope that in 
future meetings, the reading of papers 
will be barred. Reading takes all the 
fire, personality and enthusiasm out of 
an address, in his observation. The 
best paper ever read cannot be com- 
pared with a mediocre address delivered 
extemporaneously. 

Overcome Own Faults 


The latter may not be so finished, its 
diction may leave much to be desired, 
and it may lack something of accuracy, 
but it will overcome these shortcomings 
and pile up credit through being con- 
yvincing, through appealing to the ima- 
ginations and through gripping the at- 
tention of the audience. Mr. Shuff be- 
lieves that the calibre of men who are 
sought to address the national conven- 
tion is high enough to warrant the be- 
lief that they can stand upon their feet 
and develop their subject in the relatively 
short time allotted to them without re- 
ferring to manuscripts, or at least with- 
out reading them. Adopting this policy 
would add greatly to any convention. It 
would make a matter-of-fact meeting 
bubble over with the enthusiasm and 
discussion that are essential to the best 
results for the time, money and effort 
put in. 


CONNECTICUT GENERAL 
HELD HOUSEWARMING 


(CONTINUED FROM PAGE 3) 
exceptional experience writing business 
and training other agents, talked on the 
personal observation method. Stuart F. 
Smith of the Cleveland agency, who has 
written more business than any other 
soliciting agent of the company this year, 
and who is a brother of R. G. Smith of 
Hartford, discussed the endless chain 
method of getting prospects. 

Edmund B. Crandall of the Newark 
agency, who has had unusual success 
with getting business through circular- 
izing, told of contacts made through this 
method of work. T. H. Jackson of the 
Philadelphia agency, holder of the com- 
pany’s record for continuous weekly pro- 
duction of life and accident business, 
talked on “A Plan and System of Work.” 

Dr. Huebner’s Address 

Dr. Huebner addressed the Thursday 
afternoon meeting on “The Economics 
of Life Insurance.” Dr. Huebner em- 
phasized the fact that life insurance 
serves the premium payer himself as well 
as the beneficiary. It protects him 
against his own failings with respect to 
economic endeavor, management of 
finances and health conservation. 

By fostering thrift, protecting credit, 
and promoting current earning capacity, 
it helps him fulfill his desire to accumu- 
late a decent estate. When savings have 
been accumulated, it protects the accu- 
mulation through its sound, convenient 
and reasonably profitable investment 
service. At death it further protects the 
estate against the shrinkage likely to oc- 
cur then. . 

Life insurance also protects the in- 
sured against the curse of worry and 
lear, and so encourages ambition and 
makes for efficiency. The property 
owner gladly pays premiums to purchase 
freedom from worry over possible de- 
struction of his property. He should be 
equally glad to purchase freedom from 
“worry over the death hazard. 

_ Has Many Functions 
_ Life insurance serves the insured also 
in that it promotes health, long life and 
productivity through encouraging health 
examination. Service along this line is 
bound to have a huge development in 
the future. 

._ Another service of life insurance to the 
insured is that it enables him to organ- 
ize and manage scientifically the mone- 
tary worth of his life value, and from 
this he should derive the same satis- 
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faction and comfort that he derives from 
the use of scientific principles when ap- 
plied to his property affairs. 

By far the larger part of the average 
personal estate, concluded Dr. Huebner, 
consists of the monetary worth of the 
life value force as distinguished from 
material possessions. A man should be 
just as anxious to leave his heirs the 
money worth of the personal portion of 
his estate as he is to leave them his 
tangible property possessions. Life in- 
surance again serves by enabling him to 
do this. It gives perpetuity to the life 
value force. It is the connecting link be- 
tween the present and the next genera- 
tion. 

Prizes Were Awarded 

Following the talks, awards to win- 
ners in the company’s recent campaign 
for accident business were made. Bronze 
plaques were awarded to the foilowing 
winning agencies: Minneapolis; Wilkes- 
Barre, Pa.; Bridgeport, Conn.; Montpe- 
lier, Vt.; Indianapolis, Ind.; Kansas 
City, Mo.; Plattsburgh, N. Y.; and Rut- 
land, Vt. Fifty-six prizes were awarded 
for individual production during the 
accident campaign. The morning meet- 
ing closed with the presentation of suit- 
ably inscribed bronze plaques to eleven 
agents who have been on the company’s 
honor roll for premium production for 
ten consecutive years, ever since the 





IN TOUCH WITH FIELD 
AGENCY TOUn IS. UNDER WAY 


Home Office Officials of Northwest- 
ern Mutual Hold Meetings With 
Kentucky and Ohio Agencies 
The visitation program of the North- 
western Mutual Life among the general 
agencies of the company, which is to 
occupy a good share of the time for the 


next nine months of Myron Williams, | 


John J. Hughes, J. P. Davies, and W. 
Ray Chapman, assistant superintendents 
of agencies, has got under way, meetings 
being held last week and the first two 
days of this week. 

Mr. Williams and Mr. Davies, and 


honor roll was started. These are W. M. 
Coe, R. S. Robbins and A. E. Stearn, 
New York agency; A. K. Gibson, Phila- 
delphia; S. H. Tacy, Philadelphia; W. 
W. Leonard, Hartford; S. L. Crabbe, 
Rochester; D. A. Johnston, Detroit; F. 
C. Bellinger, Buffalo; M. D. Pomeroy, 
Springfield, and A. C. Shaw, Wilkes- 
Barre. 
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Nelson D. Phelps, Jr., assistant to Mr. 
Davies in the educational department of 
the company, opened the program at the 
general agency of R. F. Clendennin at 
Louisville, Ky., Sept. 21-22. Sept. 23-24 
they held a group meeting at Dayton, 
O., with the agency forces of the J. M. 
Markham general agency, Dayton, and 
J. L. Behling general agency of Co- 
lumbus, O. Monday and Tuesday of 
this week they visited the general agency 
of Charles C. Dibble at Cleveland. 
Charles H. Parsons, superintendent of 
agencies, was in attendance at this meet- 
ing and made an address. 


Union Mutual’s 1927 Convention 


The Union Mutual Life has an- 
nounced a_ seventy-ninth anniversary 
convention of agents to be held at the 
home office, Sept. 1-3, 1927. Thursday 


land Friday will be devoted to the de- 


| 


| 
} 


velopment of sales ideas and the exten- 
sion of company services, and the last 
day of the convention, Saturday, will be 
devoted to pleasure. Attendance at the 
convention will be based on production 


‘quotas on business paid for between 
| July 20, 1926 and July 20, 1927. 


The Stratford Lee Morton agency of 
the Connecticut Mutual Life in St. Louis 
has acquired a 10-year lease on the 
fourth floor of the Security National 
Bank building at 316 North Eighth street. 
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Offering Something New and Different 


GENERAL AGENTS 


Arkansas, Kansas, Missouri, Ohio, Oklahoma, Pennsylvania and Texas 











PROSPECTS OR “SUSPECTS?” 








nine years. 
College. 


We have devised a unique PRE-APPROACH PLAN which ABSO- 
LUTELY transforms “Suspects” into PROSPECTS. 


A NEW CHILD’S EDUCATIONAL ENDOWMENT POLICY 
insuring the child as well as the beneficiary—a “TWO-IN-ONE 
CONTRACT” waiving further premium payments in event of death 
or disability of the parent or guardian. 
medical up to $2,000.00 and insures children from one day old to 
Paying in monthly sums when the child is ready for 


This contract is non- 


A closing argument in pictures and facts put up in a convenient 
CANVASSING PORTFOLIO which aids in securing the “name on 
the dotted line.” This brings both the sense of sight and hearing 
into play and PRODUCES BUSINESS that would otherwise be lost. 


Many other NEW FEATURES in the making that will materially 
assist our representatives. 








MEN OF CHARACTER AND ABILITY WANTED 








Company Incorporated 1908 














GEO. L. GROGAN 
Manager of Agencies 


The Bank Savings Life Insurance Company 
Of Topeka, Kansas 











Guaranteed Low Cost 
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Ss. D. MARQUIS 
Chicago Agency Supervisor, 


Provident Mutl. Life Ins. Co., 
also instructor Charles J. Rock- 
well School 
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SPECIAL $1.00 TRIAL ORDER WILL CONVINCE YOU 


ANOTHER 


Life Underwriter Endorses the 
DALLWIG PoLicy & COMMISSION RECORD 


A simplified loose leaf record designed for the busy life 
insurance salesman, saving much lost motion in that it 
combines six different records on one 11xl4 ledger sheet. 


S. D. Marquis says: 


“The DALLWIG RECORD is 
by far the best system I have used 
for keeping an accurate record of 
my business. Its flexibility is the 
thing which appeals to me most 
strongly. I can enter as much or 
as little information as I please 
about any particular client or 
policy.” 





15 DALLWIG Poticy anp 
close one dollar ($1.00). 





P. G. Dallwig, Exclusive Distributor, 
112 W. Adams St., Chicago, Illinois. 


Please send by return mail prepaid, in accordance with your special offer, 
Com MISSION 


RECORD sheets for which I en- 
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believers in life insurance. 


satisfactory arrangements. 
Homer Guck. 





Prosperous Detroit 


HERE is no other city in the world which offers the same oppor- 

tunity for an energetic life insurance agent as Detroit. 
such a diversity of industrial and commercial activity that prosperity 
is CONTINUOUS, not seasonal. 


Detroit people are prosperous and they are happy. 
The Detroit Life Insurance Company owns 
its own Home Office, gives agents every consideration and exceptional 
service, and offers all forms of old line legal reserve standard policies. 
Our agents all are members of the Detroit Life Family. 
successful and they are participating in Detroit's prosperity. Any life 
insurance man, any part time man contemplating affiliation in Detroit, 
is invited to call at the Home Office, 2210 Park Avenue, and make 
See President M. E. O’Brien, or his assistant, 


Detroit has 


They are firm 


They are 


DETROIT LIFE INSURANCE CoO. 


“The Company of Service’ 
HOME OFFICE BUILDING 2210 PARK AVE. 


Life insurance opportunities available. 
Good Contracts—Write Homer Guck, Assistant to the President. 























Assets ....... 
Liabili 


tracts We Are Offering. 
Good 


Clarence J. Daly, President. 


biedeee Cccccseccccccccccse See 
852,789.81 
wanes ecccceccccccccccesces GMT MEROO 
Ambitious Men of Sales Experience Will Be Interested in the Liberal Agents Con- 


ER seat 
Capital and Surplus... 
Insurance in Force.... 


CONDITION—DECEMBER 31, 1925 


019,646.55 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 
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POINTERS GIVEN BY MILLIONAIRE | 
PRODUCER OF UNION CENTRAL LIFE 








EN A. WIEDERMANN of San An- 


B the Union Central Life of Cincin- 
nati, is an interesting figure in life in- 


surance. In his speech before the recent 
Union Central agency convention in 
Atlantic City, Mr. Wiedermann told 


some of the experiences and methods 


| which have made him a million-dollar- 


| this. 


producer for several years. This year 
he has already written $1,261,000, of 
which 82 per cent is on the lives of old 
policyholders. He told the Union Cen- 
tral delegates: 
Forgets Golden Vein 

“The first thing I want to tell you is 

In writing your policyholders and 


new prospects, never consider the vein 
of goid which may be in it for you. I 


| always consider the beneficiary and the 





policyholder. 

“This year, the first time, I have 
written two $100,000 policies. As a rule 
my average policy is very small. I make 


it a point to give the man who carries 
a $1,000 policy equal service with the 
man who carries $100,000 in our com- 
pany, because the man who carries the 
small policy knows less about life insur- 
ance and needs the service greater than 
the man who is in a financial position 
to carry a larger amount. 


Case Is Cited 


“The first story I am going to tell 
you is about a policyholder who took 
out $100,000 of insurance with me in 
May. I ordered an extra $50,000 and 
also an extra $100,000, thinking he 
might take one of the policies. When I 
went to deliver one of them to him he 
wanted them both and applied for a total 
of $250,000. 

“IT met this man first about two years 
ago. He had the reputation of being a 
crank. He had an idea that instead of 
raising onions and sending them out of 
the territory, he would raise the plants 
and ship them to other parts of the 
country so that the distributors could 
raise their own onions and have them at 
an earlier date to be sold. When I first 
talked to this policyholder he said: 

“*T haven’t the money to pay for it.’ 

“*T will stake you,’ I replied. 

“I wrote him $10,000. He paid me 
back in full and last fall took $25,000 
more. I have already told you what 
happened this year. 


Keeps in Touch 


“IT always keep in touch with my 
policyholders. I always know what they 
are doing and when anything comes up 
where I think they will need me, either 
for insurance reasons or for any other 
at I go to see them and offer my 
aid. 

“The next case I am going to tell you 
about is a policyholder who had $10,000 
of insurance and lapsed it. Later he 
took a new policy for $3,000 and then 
another for $2,000. That made a total of 
$5,000. He was paying for it quarterly. 
Two years ago he came to me and said 
that he could no longer pay for the 
whole $5,000 and was going to drop the 
$3,000. 

“T told him I would take his note. 
He said he wouldn’t give me a note. 
would have paid the premium myself 
for him, but he wouldn’t let me do it. 
But I have kept after him ever since 
and just before coming to this conven- 


| tion he reinstated the $3,000 policy. 


“In all I have put in many davs of 
work on that one $3,000 policy. It by 
no means paid me in cash, but it was 
a policyholder who needed service and 
I felt it my duty to give it to him. In 
the long run it pays. 

Old Policyholders Profit 


“Soliciting old policyholders pays in 
another way. You will find that there 


are very few rejections on the old policy- 
holders. 
of insurance submitted to the 


Out of more than $1,000,000 
Union 


tonio, Tex., leading producer of 











Central this year, I have had rejections 
only on two small cases. 

“Now I am going to tell you some 
of my experiences in cold canvassing.” 

Mr. Wiedermann then told the story 
of how in his early days of selling life 
insurance in Texas he canvassed a smal] 
town with considerable success, but the 
other side of the road looked good to 
him so he went to another small town, 
After spending two days there he found 
out he could not do any good, so he 


1 went to the manager of the hotel and 


asked him why. The manager said that 


| no one had sold any insurance in that 


town for years because all the people 
were Lutherans and their religion pro- 
hibited them. The hotel manager said 
they felt that if they carried life insur- 
ance they were not trusting in God to 
take care of them. 


Quoted the Bible 


“Then I thought of something some- 
where in the Bible which said, ‘He that 
doth not take care of his own is worse 
than an infidel.” So I got hold of a 
Bible and spent a long .time going 
through it but couldn’t find the quota- 
tion. Finally I took it over to the 
preacher of the town and he found it for 
me in a few minutes. 

“Then I set out for one of the pros- 
pects who had turned me .down earlier 
in the day. I carried the Bible in one 
hand and my rate book in the other. | 
asked him why he would not carry life 
insurance and he told me. Then | 
showed him the quotation in the Bible. 
Believe me, he saw red—and T left town 
that afternoon. 

“At that time I was on an expense 
account of $25 a week, and I could not 
afford to waste the two days. There- 
fore, I went on to the nearest town and 
found there that the Lutherans were 
somewhat different. I went to the 
preacher in that town. He did not ob- 
ject to taking life insurance, so I started 
in to sell him a policy. I started to 
elaborate upon -the benefits of partici- 
pating insurance. That is where I made 
my mistake. He did not like the ‘gam- 
bling feature’ of it. 

“Finally I said to him, ‘All right, you 
pay us a certain amount every year and 
when you die we will pay you a cer- 
tain amount and I will guarantee that 
the company will not pay you any divi- 
dend at ali.’ Then he took the policy. 


Sold the Policy 


“But he wouldn’t trust me with the 
money. I couldn’t afford to go back to 
the town to get the money, so I had 
him give the check to the doctor and 
when the policy arrived the doctor 
mailed me the check. Along with the 
check he enclosed a letter in which he 
said: 

“‘Dear Mr. Wiedermann: Mr. Blank 
says that you are a prevaricator.’ 

“T did not understand English very 
well at that time (Mr. Wiedermann is 
an Armenian by birth) and I thought 
he was paying me a compliment. So 
I took the letter to my manager and 
said: 

“‘Look here at the fine letter this 
man wrote me.’ 

“The general agent said to me: 

“*Why, he’s not paying you a com- 
pliment—he’s calling you a liar.’ é 

“Just the same I had the check for 
$25 and the policy stayed in force. Since 
then I have made many, many trips back 
to that little town and I have cultivated 
every individual in that town. And I 
can truthfully say without boasting that 
Manager Joe Devine will bear me out 
in the statement that today no other life 
insurance agent can sell a policy in that 
town. When I take my trip to Europe 
I won’t have any fear of losing any bus!- 
ness, because I know they will all watt 
for me to return and none of them will 
buy any life insurance until I do.” 
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Gives hdc on Suxvlon 
to Old Policyholders 


OME cogent advice on the cultiva- 

tion of old policyholders was given 
to the agents of the Union Central Life 
of Cincinnati by Jerome Clark, assistant 
superintendent of agencies, at the com- 
pany’s recent convention at Atlantic 
Citv. He said in part: 

“When you have sold a man his first 
life insurance policy you have accom- 
plished two things. First, you have sold 
him a policy. Second, because most 
people do not buy all their life insurance 
in one single chunk, you have created 
a potential future customer. That is not 
necessarily your future customer. You 
have merely started him on the life in- 
surance road. Somebody is going to get 
his future business. We won't unless 
we ask him for it. Let’s ask him for it. 


Service Is Keynote 


“Now there is a definite distinction 
between a policyholder and a client. 
When you label a man ‘my policy- 
holder,’ unfortunately nobody else sees 
the label. To your competitors your pol- 
icyholder is just another good prospect. 
How can an agent create a client? The 
only answer is, of course, service. For 
that reason we are calling our October 
campaign not policyholders’ sales month, 
but policyholders’ service month, on the 
theory that if we concentrate on service 
the sales will take care of themselves. 

“But more than lip service is neces- 
sary to gain and win a client. It is a 
curious thing that a word which has 
been mishandled as much as ‘service’ 
still has the wonderful appeal it has. 

“I remember a conversation which I 
had with a health and accident salesman 
last year. In the course of his interview 
he spoke in glowing terms about the 
wonderful service which I would receive 
if I became a policyholder. I was just 
mean enough to interrupt at that point 
and ask him what in detail that service 
was. The question seemed to confuse 
him. He was evidently not accustomed 
to going into detail about his service. 
He muttered some confused statement 
about low cost and the liberal provisions 
of his policy. I said to him, ‘But those 
things awen’t service, are they? They are 
provided and guaranteed in the policy 
contract.” He had used service for his 
interview when he had nothing but sales 
to talk about. 

“He had attempted to talk service 
when he did not know how to extend 
service. 


NO THOUGHT OF BRANCH PLAN 


Vice-President Luther of the Aetna Life 
Says Company Will Make 
No Change 








Vice-President Kendrick A. Luther of 
the Aetna Life set at rest the rumor 
that had been bruited abroad to the ef- 
tect that the Aetna Life contemplated 
going on the branch office system. At 
the recent agency conference at Hot 
Springs, Mr. Luther very emphatically 
Stated that the Aetna Life had no rea- 
son to recede from its present general 
agency system, which had proved most 
successful during the last three years 
or so. President Morgan B. Brainerd 
supplemented Mr. Luther’s remarks, 
Stating that the general agency system 
would be continued by the company. 


Chicagoans to Hear Ward 


The Chicago Association of Life Un- 
derwriters will hold its next meeting 
Friday noon, Oct. 8, at the Hotel 
LaSalle. The speaker will be Clarence 


W. Ward, agency director of the New | 


York Life in Cleveland, who will talk 
on “It’s Easy to Sell Life Insurance.” 


C. B. Soule Is Dead 


_Charles B. Soule, vice-president of the 
National Bureau of Urinalysis at Chi- 
cago for 15 years, and former prominent 
life man of the citv, is dead. He was 
formerly with the Penn Mutual in Chi- 
cago when Calvin S. Smith was man- 











ager. Later he was Chicago general 
agent of the Union Central, being suc- 
ceeded by E. A. Ferguson. 


Life Notes 


The Monarch Life of Springfield, Mass., 
has been licensed in Maryland. 

John B. Cary of Diggs & Cary, general 
agents at Richmond, Va., for the Penn 
Mutual, has returned from a trip to 
Nashville, Tenn., where he attended the 
annual convention of the Phi Kappa 
Sigma college fraternity. 

Dr. Joseph H. Smith, district manager 
at Petersburg, Va., for the Atlantic Life, 
has resigned as president of the Virginia 
State Chamber of Commerce after filling 
this position since the state chamber was 
organized several years ago. 

Harold W. Christina ha&S been named 
manager of the group life and accident 
departments of the Phil Grossmayer 
Company of Portland, Ore., general agent 
for the Travelers in Oregon. He was 
recently in the same capacity for the 
Travelers at Salt Lake. 

W. H. Julian, western manager of the 
National Life & Accident, has returned 
to Dallas from a trip over the southern 
and coast sections of Texas. Mr. Julian 
joined Mrs. Julian at San Antonio on 
her return from California, and together 
they made the southern trip by motor. 

The insurance fraternity of St. Paul 
is represented unusually well on the new 
Ramsey county grand jury, just named. 
Included in the list are J. C. MeKown, 
secretary St. Paul Fire & Marine: W. F 
Peet, general agent Mutual Life; John 
A. Hartigan of the Equitable Life; W. J. 
Driscoll of Cushing & Driscoll, and M. 8S. 
Stringer of Dunn & Stringer. 
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A Hearty Welcome! 


The great City of Philadelphia is host to the Nation 
during these months of celebration of the one hundred and 
fiftieth anniversary of the signing of the Declaration of 
Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable charac- 
ter, which is the historical successor of the Centennial 
Exposition of 1876. 

The Home Office of the Penn Mutual is on famous 
Independence Square in Philadelphia, facing Independence 
Hall, where the Declaration was signed and where hung, 
and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to 
Philadelphia during these festival months. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organised 1847 

















' f e’—thus writes 
“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for m 
buyer of “Easy Lessons in Life Insurance,” & text and review book with quis supplement. 91.60 a 
| National Underwriter Company, 1362 Insurance Exchange, Chicago. 
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Our Agents Have 


Wider Field— 


An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans. thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, 1. ¢., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Til., 
Ia.. Kans., Md., Mich.. Minn.. Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jaekson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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Reputation May Become Impaired 


Tuere has been much comment made 
on the recent address of President FRANK 
P. Many of the InprANnapotis Lire be- 
fore the AmericAN Lire COoNVENTION. 
President MANLY represents the more con- 
servative type of official who has builded 
up a mutual company on very solid ground. 
He has kept aloof as far as he could 
from experimental schemes and _ catch- 
penny attachments to life insurance. He 
has been content to see his company grow 
normally and has not sought to use artificial 
stimulants to produce large volumes of 
business costly to put on the books: and 
that would slough off in spite of every- 
thing that might be done to salvage pol- 
icyholders. 

Tue NaTiIonNAL UNDERWRITER is not re- 
actionary. It realizes that fact that life 
insurance must progress. The evolution 
of the life insurance policy has been a 
decidedly interesting one. It has been 
all for the benefit of the policyholders. 
The modern policy is free from techni- 
calities and ambiguous provisions. It is 
very clean cut. It meets many demands 
and gives many options. Life insurance 
along normal lines has progressed as rap- 
idly as it should. The business has built 
up a most enviable reputation. There have 
been few contests over claims and but 
little friction concerning them. When a 
man was dead he was dead. [If liability 
were denied there was most excellent rea- 
sons for it. 

Perhaps no line of endeavor has reached 


the high pinnacle as life insurance so far 
as public confidence is concerned. Agents 
no longer have to defend life insurance or 
tell about its security. The public realizes 
all that. All the agents must do is to 
show the prospect how life insurance will 
meet his individual needs. It takes a 
diagnostician to do this. 

The injection of a number of provisions 
involving accident and health lines into the 
life insurance contract has brought the 
claim adjustment into life insurance. Life 
insurance, therefore, takes on the difficul- 
ties that have confronted health and acci- 
dent insurance. Already there is a lot 
of disappointment and dissatisfaction on 
part of claimants who felt that they were 
entitled to benefits under their disability 
or double indemnity clause. 

Life insurance is suffering from an over- 
dose of ambition. Many officials have been 
forced to include in their contracts fea- 
tures that were repellent to them, but they 
felt they must do it on account of com- 
petition. 

In our opinion the business has been go- 
ing too fast and it has overlooked the 
result of bringing mto it, extraneous forms 
of protection that had better be left to 
other classes of companies. Life insur- 
ance should not allow its very favorable 
reputation to be impaired. The cost of 
introducing new selling plans and provi- 
sions chiefly to stimulate business should 
be most carefully considered by the com- 
panies, 





Giving Service with*Life Insurance 


One of the companies in commenting 
on the subject of selling life insurance 
makes the point that service will mark 
largely the future of life insurance. In 
the insurance salesman must be combined 
both the agent and the service man. This 
same principle, it states, is found in other 
lines. Customers must be satisfied with 
what they buy. They not only buy a thing 
but they expect the house to give service 
so that the standard of the article may 
be maintained. If a man bought some 
machine and he could not get service from 
the house, he would not deal with that 
concern any more. 

The Aetna Lire in some recent. observa- 
tions states that the automobile manufac- 
turer distinguishes between sales and serv- 
ice, largely because of the difficulty of 
shifting the same individual from white 
collar to overalls and back again. The 
insurance company encounters no such 
difficulty and theoretically does combine 
the complete function in one agent. 


Undoubtedly service given to purchasers 
of any article, especially something that is 
to be permanent and continuously used, is 
becoming more and more important. The 
service deals with an article for a long 
time. Sales have only to do with cur- 
rent output. 

Perhaps companies and agents have not 
stressed as they should the service that 
agents can and should give policyholders. 
The tendency of too many men is to sell 
the insurance and think no more of the 
policyholder. The policy is a continuous 
thing and the man who purchased it un- 
doubtedly will need service as the years 
go by. The insurance salesman must 
know his contracts and provisions thor- 
oughly, so that he can be able to render 
satisfactory service. The agent must be 
more than a successful salesman. He 
must individualize his service station and 
be able to meet changing demands of the 
assured, supplying his needs as they 
arise. 


‘examined business. 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 














Persistency in following up two 
change of age cards resulted in a $100,- 
000 application for F. E. Keerl, Bankers 
Life of Iowa salesman for the Seattle 
agency. Mr. Keerl lives in Tacoma, 
and the application was written on the 
life of James McCormack, prominent 
business man of that city. Mr. Mc- 
Cormack bought his first Bankers Life 
insurance in 1913, his first policy being 
for $4,000. He increased this in 1917 
to $6,000. Change of age cards for 
both policies were handed to Mr. Keerl 
in 1924, and he attempted at that time 
to place additional insurance, but with- 
out result. He was persistent, however, 
and during the recent “President's 
Month” campaign of the company suc- 
ceeded in obtaining the $100,000 applica- 
tion. 

Layton A. Greenwood, since 
manager of the life and accident agency 


1910 





in Los Angeles of the Travelers, died at 
the California Hospital in that city last 
Thursday, following an illness of three 
months. Mr. Greenwood was 52 years 
of age and had been connected with the 
Travelers about 25 years, first with its 
Chicago agency, in ‘which he advanced 
to the position of manager which he 
held until 1910, when he was transferred 
to Los Angeles as manager of the loca! 
agency. He was active in the work of 
the Los Angeles Association of Life 
Underwriters and had served as _ its 
president. 


Miss A. B. Reib, cashier in the John 
L. Shuff home office agency of the 
Union Central, has in the last few days 
lost both her father and her aunt. She 
went east with Mr. Shuff and the Union 
Central forces to attend the Union Cen- | 
tral convention at Atlantic City and also 
the national convention of the life | 
underwriters, but had to return because 
of her father’s condition. 





Mr. and Mrs. Rolla Matpas, who have | 
been motoring with friends to - Indian- 
‘apolis, have left there for an extensive 
motor trip throughout the east. Mr. 
Malpas is president of the Reinsurance 
Life of Des Moines. 


—- 

John H. Harris, for 35 years associated 
with the Modern Woodmen of America | 
and since 1919 editor of the “Modern 
Woodman” and superintendent of the | 
publication department, died at Rock | 
Island, Ill, after an illness of several 
weeks. 


Robert C. Newman, star personal pro- 
ducer of the Missouri State Life, has 
been selected as chairman of the recep- 
tion committee that will welcome 
Rogers Hornsby and his National 
Teague baseball champions, the St. 
Louis Cardinals, on their triumphal re- 
turn to St. Louis with the first pen- 
pant that the city has won in a big 
league for 38 years, and its first banner 
in either the National or American 
League. Mr. Newman and Rogers 
Hornsby are warm friends and “Bob” 
was the logical man to welcome the 
team back home. 


Marion Rich, general agent for the | 
Missouri State Life at Columbia, S. C.., 
celebrated his fifty-seventh birthday re- 
cently and his agency organization sur- 
prised him with 57 applications for a 
total of $324,000 written and $255,000 


With the retirement of T. W. Black- 
burn as secretary and general counsel 4 
of the American Life Convention, spe- 
cial mention should be made of the 
splendid service Mrs. Blackburn has 
rendered the organization in a personal 
and social way at the annual meetings of 
the organization and those of the Med- 
ical Section. Mrs. Blackburn has as- 


sumed the responsibility of looking after 
the women visitors and seeing to it that 








|claimed radio queen of 


they became acquainted. She was re- 
garded always as the first lady of the 
convention. Mrs. Blackburn succeeded 
in bringing the women together in such 


| a way that most of them returned year 


after year and regarded the meeting as 
a sort of reunion. She therefore was 
the strong right hand of her husband in 
looking after a most important part of 
the convention work. It is the hope 
that she will continue to attend these 
meetings inasmuch as she is so well ac- 
quainted with the women who gather 
year after year. 

President D. F. Appel of the New 
England Mutual Life and Mrs. Appel 
are on a trip abroad and will not return 
until the latter part of October. 


Claris Adams, secretary and manager 
of the American Life Convention, will 
speak before the Casualty Field Club of 
Chicago, Oct. 4. 


W. N. Watson of the Pittsburgh 
agency of the Phoenix Mutual comes 
pretty near being the star record man 
of that company. He started in the 
business only eight months ago and 
has written over a million in the first 
seven months. Although he has only 
been in the business a short time he has 
been a hard student. He feels he can 
double his production next year. 


Mrs. O. B. Harrauff, wife of the gen- 
eral agent of the Franklin Life at 
Princeton, Ill, and well known local 


agent, was recently honored by opening 
the World’s Radio Fair at Madison 
Square Garden in New York. She 


broadcasted at the opening of WJZ, the 
| Radio ,Corporation of America’s great 
station. Mrs. Harrauff was 
Sneialend in New York by a number 





| of organizations and was under the spe- 
| cial escort of the New York Woman's 
| Club. 


Part of her trip to New York 
Harrauff 


was made by airplane. Mrs. 


| wrote an article for the radio, contest 
|conducted by the radio manufacturers 


and the officials of the Radio World's 
Fair Association of New York and Chi- 
|cago. The requirements were that she 
have a technical knowledge of radio re- 


| ceiving and the handling of sets. Her 


article won the contest and she was pro- 
America. Mrs. 
Harrauff received the glad tidings about 
her success while she was with her hus- 
band en route to Philadelphia at the 
time of the Franklin Life agency meet- 
ing. 


W. F. Workman of Springfield, Ill. 
star producer for the Franklin Life and 
veteran man in the field, who had a 
stroke of paralysis a few weeks ago, 
seems now on the way to recovery. He 
expects to go to Florida about the first 
of November and will remain there until 
spring. 


M. B. Lockyer, special representative 
of the Mutual Life of New York in Chi- 
cago, was taken seriously ill early in 
the month and is now at his home con- 
valescing. 


President Haley Fiske of the Metro- 
politan Life has returned to this country 
after an extended vacation in Europe. 


W. Ray Chapman, assistant superin- 
tendent of agencies for the Northwestern 
Mutual Life, Milwaukee, is in his old 
home state, West Virginia, this week 
on his vacation. He will visit agencies 
of the company while there. 


Spencer S. Cole, whe for ten years 
was secretary of the Life Underwrit- 
ers’ Association of Los Angeles, died 
recently following a slight stroke of 
paralysis which occurred several weeks 
ago. Early in the year he was operated 
upon for an intestinal trouble but prior 
to that he had experienced good health. 
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Mr. Cole had lived in Los Angeles about 
99 years and during the greater portion 
of this period was a member of the home 
office agency of the Pacific Mutual. He 
was a hard worker in the interests of 
the association and enjoyed a wide ac- 
quaintance among life underwriters in 
southern California. 


A. R. Edmiston of Lincoln, general 
agent of the Union Central Life for the 
South Platte portion of Nebraska, is 
back from a vacation spent in Europe. 
He was accompanied .by his wife and 
twe of his children. Mr. Edmiston spent 
some time in Italy, where his brother, 
Homer, is secretary of the American 
chamber of commerce in Milan. Mr. 
Edmiston says that Mussolini is im- 
mensely popular with the people of 
Italy, and that he found very little evi- 
dence of dissatisfaction with his admin- 
istration of the government. 

In France Mr. Edmiston found no 
evidences of unfriendliness towards 
America. He was courteously treated 
everywhere, and found that Poincare’s 
tax policy is rapidly bringing about bet- 
ter business conditions. Mr. Edmiston 
was especially pleased with the sturdy 
way in which the English are beating 
their way back to prosperous conditions, 
and was greatly impressed with the 
gameness of the spirit they show. 

David LeMieux of Minot, N. D., 
World War veteran, who served as per- 
sonal interpreter for General Pershing, 
recently joined the Helena, Mont., 
agency of the Bankers Life. Mr. Le- 
Mieux was wounded in action and was 
torced to leave the fighting, but his 
knowledge of foreign languages became 
known and he was selected as inter- 
preter for General Pershing. On two 
different occasions while in France Mr. 
LeMieux delivered lectures at the Grand 
Opera House in Paris. Since his return 
from service he has been connected with 
the International Harvester Company, 
where he has made an enviable reputa- 
tion as salesman. 


Victor Stamm, agent for the North- 
western Mutual Life at the Clifford Mc- 
Millen home general agency in Milwau- 
kee, will be one of the busiest men in 
the city the next few weeks, supervis- 
ing the raising of about $900,000 for the 
Milwaukee Community Fund, of which 
he is general chairman this year. M. J. 
Cleary, vice-president of the North- 
western Mutual, is one of the division 
commanders this year. Mr. Stamm has 
been an active worker for the community 
fund for several years, serving as di- 
vision commander in the drive last year. 

Lloyd B. Gettys, manager at Sioux 
City, Ia., for the Mutual Life, went to 
Lincoln, Neb., to attend a farewell re- 
cital given by his sister, Miss Frances 
Gettys, who will return to Rome shortly 
to resume her place with a celebrated 
grand opera company. 


Frederick H. Ecker, vice-president of 
the Metropolitan Life, has been ap- 
pointed chairman of the sub-committee 
on housing of the general committee re- 
cently named by Mayor Walker to plan 
the future distribution of population in 
New York City, with a view to reliev- 
ing congestion in any one section. 


Mrs. Susie E. Jones, wife of Vice- 
President Joseph W. Jones of the Frank- 
lin Life, who is in charge of the agency 
department, died the other day from an 
illness that culminated in meningitis 
two hours before her death. Her death 
occurred on her 44th birthday anniver- 
sary. Funeral services were held in the 
First Congregational Church. Mr. 
Jones, a daughter and son survive. 


Gerald A. Eubank of Hart & Eubank, 
New York City, general agents of the 
Aetna Life, in the “Metropolitan Golfer” 
exposes the “straight” left in the golf 
swing. He says: 

“After giving considerable thought 
and study to Jones’ straight left arm, I 
have come to the conclusion that this 
is more of fetish than an actuality. The 

















We Will | 
Stick To Our Story 


We have always believed that the 
right of a life insurance company to 
succeed is based upon earnest and 
prompt service to its policyholders 
and to its field force. H 





: We have practiced that principle | 
Hntwenee to the Meguificmst Mew = 17) performing the duties of our Home 
a Office organization. 


Our story about Lincoln National 
Life ideals and activities is told in 
the new issue of our booklet “Can 
You Measure Upr” 


This illustrated pamphlet is just off | 
the press and will be mailed to any 
of our friends who request it. | 
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‘‘Its Name Indicates Its Character’’ 








Lincoln Life Building Fort Wayne, Ind. 





More Than $425,000,000 In Force 
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Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 
were issued on 79% of the ap- 
plications during 1925 within 
three days after reaching the 
home office. 





HOME OFFICE 
F.&M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 
J. L. Mistrot Tom Poynor 

















or nearly all, 


can turn and the arm remain straight 


the upright movement. 


him more driving power. 


Straight left at the top of the swing I 
think I can prove is chimerical with all, 
linksmen who possess 
what we know to be the upright swing. 
Only a very flat swinger can employ a 
straight left successfully, as the wrist 


but this is not true in any sense with 


“I have discovered, or think I have 
discovered, where the error comes in. 
Jones appears to be perfectly straight in a 
going back, but as he pivots, he kinks 
the left just a trifle, and it is well that 
he does, as I am fully convinced that 
the extra leverage, slight as it is, gives 


“No one hits a ball easier and with 


more freedom than Bobby. 


watch. I have called attention to my 
observations because every golfer should 
know and profit by these facts. There 
is no discredit in being a flat swinger, 
and in this case use a straight left as 
much as you like, preferably with every 
shot, but if one is an upright swinger 
the slightly crooked elbow is better.” 


William C. Reed, agent for the Peer- 
less Life in Springfield, Mo., wrote 12 
applications for $8,500 in one week. 
This was the result of a special canvass 
for young people's policies. 
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WILL GO TO NEW ORLEANS 





Fred E. LeLaurin Will Become Asso- 
ciate Manager of the Aetna Life 
in That City 





NEW YORK, Sept. 30.—By agree- 
ment and in cooperation with the Hart 
& Eubank agency here of the Aetna Life, 
which recently announced that he was 
soon to join it as superintendent of 
agents, Fred LeLaurin of Little 
Rock, Ark., has decided to accept ap- 
pointment as associate general agent of 
the Aetna Life at New Orleans with 
Gordon H. Campbell, the present gen- 
eral agent, at Little Rock, who succeeds 
Otho Thomas, resigned, in the New 
Orleans territory. Mr. LeLaurin has a 
brilliant record as a personal producer 
as well as an agency supervisor, having 
been special representative in Arkansas 
of the Mutual Life of New York for 
several years. 






















































Joun Hancock Mutvat Lire 
INSURANCE ComPpANY 


“CONTROL” 


Rules for Safe Driving 
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The Best Booklet we have seen for 
automobile drivers and owners 







Gives an incentive to Road Courtesy and a Fair 
Attitude toward the Other Fellow 


If you own or drive a car, and would be inter- 
ested to have a copy of the booklet “Control” 
you may have one by addressing the Inquiry 
Bureau. 
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MUTUAL LIFE APPOINTMENTS 





Illinois Company Announces New 
General Agency Selections at a 
Number of Important Points 





E. F. Turner of Quincy, Ill., formerly 
district agent of the Reliance Life of 
Pittsburgh, has been appointed general 
agent of the Mutual Life of Illinois for 
eastern Missouri and western Illinois, 
and established headquarters at Quincy. 
E. B. Pharis of West Frankfort, IIL, 
has been appointed to represent the 
‘Mutual Life of Illinois in that territory. 


' Mr. Pharis is a well known business man, 


having been engaged in the wholesale 
grocery business for a number of years. 
Clarence E. Davis has been appointed 
general agent for the Jeffersonville 
general agency. 

F, M. Sharp, formerly of the Bankers 
Life of Iowa, has been appointed gen- 
eral agent at Decatur, I 


S. A. Crocker 


The Midland Mutual of Columbus is 
opening a new general agency in Cincin- 
nati which will commence business Oct. 
1 with offices in the Dixie Terminal 
building. It will be in charge of Samuel 
A. Crocker, who is well and favorably 
known in the city and who has for some 
years been engaged in the dental supply 
business which was established by his 
father. Mr. Crocker has been consider- 
ing entering the business for some 
months and has taken the company’s 
special course of instruction. The com- 
pany for some years had a_ general 
agency in the city in charge of Charles 
D. Norton, now with the Lincoln Na- 
tional, and already has considerable busi- 
ness in force in the city. Mr. Crocker 
has a wide acquaintance and is equipped 
with a sound business experience and 
knowledge of affairs. 


L. J. Gosney 


L. J. Gosney, formerly with the Des 
Moines office of the Aetna Life, has 








NEW PEORIA GENERAL AGENTS 
Rouling and Williamson Succeed Ches- 
ter O. Fischer in Illinois With 
Massachusetts Mutual 





Announcement has just been made by 
the Massachusetts Mutual Life of the 
appointment of Clarence W. Rouling 
and Kenney E. Williamson as general 
agents in the central Illinois territory, 
following the removal of Chester 0. 
Fischer to St. Louis as general agent. 
The change is effective as of Oct. 1. 
The new general agents are young men 
who have made an outstanding success 
of the life insurance profession, having 
been the leading producers in the Peoria 
agency for several years and also hav- 
ing ranked high among the leading pro- 
ducers of the company in the United 
States. 

Mr. Rouling, born at Morton, Il, 
graduated from the University of IIli- 
nois with the class of 1917 and then 
after a period of military service in the 
World War entered life insurance work 
in 1919 with the Massachusetts Mutual. 
Mr. Williamson was born in Griggsville, 
Ill., and is also a graduate of the Uni- 
versity of Illinois, being a member of 
the class of 1921. Shortly after his grad- 
uation he went to Peoria to enter the 
life insurance work with the Massachu- 
setts Mutual. 


Edgar H. Bain 


Edgar H. Bain of Goldsboro, N. C, 
has been appointed general agent in 
eastern North Carolina for the North- 
western National Life of Minneapolis 
Captain Bain has had 10 years’ expe- 
rience and has been district manager for 
the Equitable of New York for five 
years. 











W. G. Eader 


Walter G. Eader has been appointed 
| sales manager for the San Francisco 
| office of the Pacific Mutual Life. For 
| several years past Mr. Eader has been 
| with the San Francisco office of the 
| Equitable Life of Iowa. 


I. Monroe Robertson 


I. Monroe Robertson of Spokane, 
Wash., for 16 years engaged in the life 
insurance business in the northwest. 
has been named agency supervisor [or 
the district outside of Spokane by John 
W. Carey, general agent for the Pacific 
Mutual Life. For six ‘years Mr. Rob- 
ertson and a brother, V. B. Robertson. 
were general agents in Spokane for the 
Prudential, and in all he has had 14 
years’ experience in general agency 
work. Much of Mr. Robertson’s time 
will be devoted to out of town, work, 
but he will also devote some time to 
Spokane business. 


J. E. Pennington 


James E. Pennington, who has b 
the leading personal producer ol 
San Antonio agency of the Pacific 
tual Life for the past two years, 
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eral agent by E. M. Goldstein, general 
agent. Mr. Pennington has been a mem- 
ber of the agency for a number of years 
but has heretofore devoted only a por- 
tion of his time to life underwriting. 


J. R. Peller and J. K. Taylor 


Announcement is made of the appoint- 
ment of J. R. Peller as district manager 
of the Equitable Life of New York at 
Oklahoma City. Mr. Peller goes from 
Tulsa, Okla., where he was manager of 
that district. He is succeeded in Tulsa 
by J. K. Taylor. 


D. O. Griffith and R. W. Levering 


Daniel O. Griffith has been appointed 
district manager of the Missouri State 
Life at Terre Haute, Ind. Rosier W. 
Levering has been apointed district man- 
ager at LaFayette, Ind. For a number 


of years he was engaged in the general 
Insurance agency business and for the 
last three years has been in the shoe 
trade. He is a graduate of Perdue. 


Life Agency Notes 


Albert B. Burgess of Joliet, Ill, one 
of the leading Boy Scout executives of 
the middle west, has joined the agency 
force of C. H. Rosenbaum, for the Bank- 
ers Life of Iowa at Des Moines. 

At Pineville, Ky., A. B. Gilbert has sold 
his interest in A. B. Gilbert & Co., a fire 
and casualty agency, to T. C. Smith and 
J. L. Jones. Mr. Gilbert will continue his 
general agency of the Columbia Life of 
Cincinnati. The buyers of the agency 
will continue operating under the title of 
A. B. Gilbert & Co. 

George Zeuch, for the past seven years 
in the grocery business at Anamosa, 
la., has been appointed representative 
for the National Life of Vermont in 
Jones county and will open an office 
there next month. He also expects to 
open a general insurance office, han- 
dling fire and casualty in addition to life. 


























| EASTERN STATES ACTIVITIES 
DATA ON BUSINESS SOUGHT |SUPPORT CONN FOR POSITION 


Superintendent Beha Prepares to 
Suspend Statute Limiting New 
Business in New York 


NEW YORK, Sept. 29.—Supt. James 
A. Beha has sent to the 18 life com- 
panies operating in New York which 
had at least $600,000,000 of insurance in 
force at the end of 1925, a letter asking 
for a calculation of the maximum 
amount of business they can issue this 
year and a report on the business issued 
thus far in 1926. He is seeking informa- 
tion to indicate whether or not the com- 
panies writing at least 50 per cent of 
the amount of life insurance written by 
authorized companies will in the normal 
course of their business reach the limit 
provided by the New York insurance 
law before the end of the calendar year. 
If he finds this to be the case he will 
suspend the limitation for the year for 
any company making application ac- 
cording to law. The New York law 
limits all companies as to the amount 
of insurance they may issue according 
to the business issued the previous year, 
but the superintendent is authorized to 
suspend this limitation if he deems it 
advisable. 


INSURANCE HISTORY COURSE | 


New School for Social Research Offers 
Study in the Subject by Edward 
W. Kopf 


NEW YORK, Sept. 30.—A course in 
the insurance history of the nineteenth 
_ tw entieth centuries will be given at 

1e 
West Twenty-Third St. by Edwin W. 
Kopf, assistant statistician of the Metro- 
politan Life and instructor in insurance 
Statistics in the extension division of 
Columbia University. 

In announcing this course, Alvin 
Johnson, the director of the New School, 
said he hoped it would help to provide 
an historical background for the tech- 
nical studies being pursued by hundreds 
of men and women in the insurance 
business in New York City and vicinity. 

Attention to Social Insurance 


Mr. Kopf’s lectures will place particu- 
lar emphasis upon insurance as a branch 
of investment banking and as a source 
tor constructive credit. Attention will 
also be paid to the origin and develop- 
a of mass or social insurance in Eu- 
ope and to the possibilities of its devel- 
opment in this country. 

heen will be delivered in twelve 
eo o be given on Thursday even- 
-_ rom 8:20 to 9:50, during the fall 
vo winter term which begins Oct. 4 
- rN we 18. A nominal tuition fee 
ferved ped aA entire course. If pre- 
be ae ic ed lectures may be attended 
* ‘he payment of an admission fee. 


New School for Social Research on | 
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| John L. Shuff of Cincinnati Urges Life 
Men of Ohio to Get Back 
of Candidacy 


John L. Shuff of Cincinnati, home 
office general agent for the Union Cen- 
tral Life and former president of the 
National Association of Life Underwrit- 
ers, is sending out a personal letter to 
15,000 life insurance men in Ohio urging 
them to support the candidacy of Insur- 
ance Superintendent Harry L. Conn for 
judge of the supreme court at the com- 
ing election Nov. 2. Judge Conn is 
president of the National Association of 
Insurance Commissioners. He _ served 
on the Ohio Supreme Court bench to 
fill the unexpired term of the late Judge 
Wanamaker and made a splendid record 
in that position. He is permanent chair- 
man of the board of trustees of the 
Marsh Foundation, the largest charitable 
educational trust of its kind in Ohio. 


Must Name Attorneys 


All foreign companies 
Pennsylvania must name agents for ac- 


ceptance of service in this state and file | 


the names of these attorneys with the 
insurance department on or before Oct. 
21. Commissioner Barfod has notified 
the companies that under a recent deci- 


sion of the supreme court the insurance | 


commissioner cannot be designated as 
attorney-in-fact for the foreign com- 
panies in the future. Thus some agent 
must be named and the commissioner 
has ordered this to be adjusted at once. 


Ruling on Suicide Case 


The circuit court of appeals in Phila- 
delphia recently overruled the trial judge 


in the action of Tabor vs. Mutual Life, | 


a contested action over the proceeds of 
a life policy. It was ruled by the higher 


court that when there is a dispute over | 


whether or not the insured committed 


suicide—thereby invalidating his insur- | 
ance if death resulted by that means— | 
the jury of the trial court must pass on | 


the facts at issue. 


In the case in question the trial judge | 


ruled it a case of suicide and found for 
the defendant insurance company. This 
was incorrect procedure, 
appeals declares, so the case will have 
to be retried. 


File Tax Suits in Ohio 


The county prosecutor at Columbus, 
O., has filed suit to collect from about 
a dozen foreign insurance companies do- 
ing business in Ohio about $70,000 in 
taxes which he claims are due for the 
years 1919, 1920, 1921 and 1922. In 1919, 
the county was enjoined from trying to 
collect taxes on money deposited by 
companies with the insurance depart- 
ment. Later the law under which this 
ruling was made was held unconstitu- 
tional but again the county failed to get 


operating in 


the court of | 








R. 4. TUTTLE 





Twenty 
Years 


of 


Service 


R. A. Tuttle, Gen- 
eral Manager for 
Northeastern Ohio, 
with office in Cleve- 
land, has now served 
the Midland twenty 
years. Mr. Tuttle is 
graduate of Western 
Reserve. His high 
ideals led him to 
contract with the 
Midland early in its 
history and his faith- 
ful service to his 


policyholders, agents and Company has won for him the 
respect and confidence of the Midland Mutual family. 
His agency has more than $10,500,000 in force. 

Open territory in Indiana, Illinois, Michigan, Pennsyl- 
vania, Maryland, Virginia and West Virginia. 


The 


MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


“Tts Performances Exceed Its Promises” 








message is 


tion” is of 


7Etna 
Suite 


| 

| 

| NSURANCE Salesmen have long’ re- 
| alized the value of pictures and charts 
to illustrate their sales arguments. 


| 
and the impression is lasting. 
reason, The A<tna “Individual Presenta- 


Strengthening 
| the Sales Talk ~ 


The 
carried quickly to the brain 
For this 


inestimable value to A&tna- 


| izers in closing sales. 
| 


The cover is dark blue and there are 
various inside sheets—some with illus- 
| trations and charts, others left blank for 
| the agent’s 


The 


typewritten program. 


great feature of the presentation is that 
it is designed so that the individual case 
can be fully presented. 


S. T. WHATLEY 
General Agent 


Life Insurance Company 
2043—230 S. Clark Street 


CHICAGO, ILLINOIS 


iia... __| 
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OPENINGS AT 


Eureka, Calif. 
Fresno, Calif. 
Santa Barbara, Calif. 
Fort Wayne, Ind. 
Indianapolis, Ind. 
South Bend, Ind. 
Springfield, Ind. 
Terre Haute, Ind. 
Burlington, Iowa 
Pueblo, Colo. 
Denver, Colo. 
Grand Rapids, Mich. 
Cincinnati, Ohio 
Columbus, Ohio 
Dayton, Ohio 
Springfield, Ohio 
Enid, Okla. 
Amarillo, Texas 
El Paso, Texas 
Cheyenne, Wyo. 
Richmond, Va. 
Roanoke, Va. 
Wenatchee, Wash. 

















THE MINNESOTA MUTUAL LIFE 


‘‘Underwriters— 


Notice’”’ 


“POOR RICHARD” said— 
“All that glitters is not gold.” 
Promises and Percentages may be made 
to “glitter’-—BUT 


The real gold that an Agency contract 
puts into your pants pocket is the real 
measure of that contract. 


DURING RECENT YEARS 
THE RENEWAL INCOME 
PAID MINNESOTA MUTUAL 
AGENTS AVERAGED AP- 
PROXIMATELY— 


1. For Agencies less than five years old 

$3,500. 

2. For Agencies up to seven years old 
For Agencies over ten years old 
$25,000. : 


REMEMBER THAT’S JUST 
RENEWALS !!I!! 


These men know how real gold 
glitters—and they know it paid 
them to get and keep an Agency 
contract that is right. 


For one like it write 


INSURANCE COMPANY 


ST. PAUL, MINNESOTA 
Now a $125,000,000 company 
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FAITH PROTECTION POKRVIZ ONS OIZ OU R c3 


Turning the Insurance 
Tables Upside Down 


Yes, we know it has never been done, but we’re doing it, 


and what a wonderful contract it makes! 


Being the only 


contract like it on the market, there is no competition. 


The Dollar Monthly Premium Policy, that’s the name of 


our new copyrighted contract. 
stant—everybody pays 
the variable feature. 


a dollar per unit. 
The contract is issued on all ages 


The Dollar Premium is con- 
The insurance is 


from one month to sixty years on the non-medical plan. 


Exclusive territory is now being alloted. A few good dis- 


tricts left. 


If you are interested in a contract that will sell 


itself, write at once for full partictilars. 


hi 
7 ) NATIONAL SAVING 
< Bi ey, 
fit) © INSURANCE COMPANY 


eA 


ROCK, ARK. 


LITTLE 
ST. LOUIS, MO. 


2 SOCFR: ONS OAS 


OZOH SOY 


HOME OFFICE 
WICHITA, KANSAS 


ST. JOSEPH, MO. 


Branch Offices 
DALLAS, TEXAS 
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the money because the county officials 
had not kept tax duplicates as complete 
as those required by law. 

The new actions include suits against 
the Canada Life, for $17,314; Manu- 
facturers Life, $2,814, Security Life, 
$1,247. 


Mutual Life’s Ohio Meeting 


Delegates from 34 central Ohio field 
clubs attended a meeting of the Field 





Club of the Mutual Life of New York 
in Columbus last week. Among speak- 
ers were James A. Church, manager: 
Raymond Dowdell, superintendent oj 
agents; Florence Willison, Thomas B. 
Winters, district manager; H. E. Penny, 
agency cashier, and C. W. Andrews, dis- 
trict manager, all of Columbus, and 
E. W. Collins of Springfield. Repre- 
sentatives of the state insurance depart- 
ment also spoke. 








| 








IN THE MISSISSIPPI VALLEY | 





THROW OUT KANSAS CHANGES 


Code Seiten | Rite Laws Ruled on 
by Supreme Court Stand to 
Avoid Suits 





TOPEKA, KAN., Sept 29.— The 
Kansas insurance code commission de- 
cided at its final meeting that it would 
not change any sections of the life in- 
surance code which had been passed 
upon by the Kansas supreme court or 
the Supreme Court of the United States. 
This rule was adhered to except in one 
particular. The lone exception was in 
the statute of limitations clause of the 
life insurance forfeiture law. The com- 
mission fixed the limitation at six 
months from the date of forfeiture. The 
other parts of the forfeiture law remain 
as at present. 

On the stock-with-policy provision the 
commission seems to have side-stepped. 
The district court of Shawnee county 
had ruled that the present law does not 
prohibit the sale of stock with policies 
for companies organized in Kansas. But 
the supreme court has never been called 
upon to pass upon this provision. The 
commission left it standing as at pres- 
ent and then added another section 
which absolutely does prohibit the sale 
of stock with policies while a life in- 
surance company is being organized. 
The commission made no recommenda- 
tion on this proposition. Both sections 
will be printed without recommendation 
either way and the legislature will be 
asked to make the choice and determine 
which should be adonted. 





Wants Administrator Named 


The New World Life of Spokane has 
applied to the courts at Minneapolis to 
have an administrator appointed in the 
estate of Edward H. Parr, a former 
resident of Minneapolis, who was slain 
in Chicago some weeks ago. The com- 
pany points out that two persons at 
present claim to be legally appointed 
administrators, one here and the other 
in Chicago. 

The New World carried a $5,000 pol- 
icy on the life of Mr. Parr and is ready 
to pay it but wants to have the legal 
administrator determined so that it will 
not have to pay the insurance twice. 


Federation to Meet 


The first meeting of the season of the 
Illinois Insurance Federation will be held 
held in Peoria, Oct. 15. The convention 
headquarters will be at the Mt. Hawley 
Country Club. The business sessions 
will be confined to the morning and 
evening, the afternoon being given over 
to- golf. Handicap and blind bogey 
prizes will be offered and also two other 
awards, the players not knowing when 
they are shooting for the latter two. 





McMillen Agency’s Breakfast Party 


The seventh annual breakfast party 
which opens the fall campaign for busi- 
ness at the Clifford McMillen home of- 
fice general agency of the Northwestern 
Mutual Life in Milwaukee was held last 
week. This novel way of entertaining 
the agency force has been in vogue for 
the past seven years by Mr. McMillen. 
W. Ray Chapman, assistant superintend- 
ent of agencies at the home office, con- 
ducted a sales clinic immediately after 
the breakfast. 








ORGANIZATION ROUNDED OUT 





Travelers Has Completed Extensive 
Managerial Staff in Chicago 
Branch Office 





The Travelers has now rounded out a 
strong agency organization in its Chi- 
cago branch office, with a managerial 
staff sufficiently comprehensive to give 
specialized attention to each branch of 
the business. W. H. Kolb, manager of 
the life and accident department, has re- 
turned to his office after an illness of 
several months. Mr. Kolb, however, is 
not yet able to wholly take over the full 
duties, so that until he is again physically 
able to assume the entire management, 
Gordon V. Kuehner, assistant manager, 
is associated with him in charge of the 
office. F. S. McManus, who recently 
joined the office, is assistant manager in 
charge of group lines. A. E. Lawrence 
is assistant manager, also in n charge oi 
group lines. F. W. Dower is assistant 
manager in charge of salary allotment. 
H. E. Tank is assistant manager, with 
no direct connection, his strong affilia- 
tion with the office placing him in some- 
what of a position of a liaison officer. 
E. B. Gilchrest and R. B. McCune are 
assistant managers in charge of person- 
nel. E. H. Frank is assistant manager 
in charge of the north side office, L. A. 
Franck is the district manager in charge 
of the south side office and S. A. Stew- 
art, Jr., is assistant manager in charge 
of the west side office. R. I. Booth is 
resident actuary and statistician. The 
office has eight salaried field assistants 
whose duties cover the locating and de- 
veloping of new men, as well as assist- 
ing in sales work. This organization is 
now in smooth operation and is showing 
a good increase in business. The office 
reports an excellent increase during 
September, with a notable gain over 
the big production of September, 1925. 





Carry Made Vice-President 

Dr. M. O. Bousfield, president of the 
Liberty Life of Chicago, announces the 
appointment of E. H. Carry as _ vice- 
President. Mr. Carry was formerly di- 
rector of agents of the company. Luther 
K. Simpkins who was educational direc- 
tor of the company was made director 
of agents to fill Mr. Carry’s place. Ervin 
Armstrong, who has been in the home 
office at Chicago, goes to Baltimore as 
supervisor in that office. 


Round Out Wisconsin Program 

Frank P. Manly, president of the 
Indianapolis Life, has accepted the in- 
vitation of the speakers’ committee to 
address the life section on Wisconsin 
Insurance Day, to be held in Milwaukee, 
Oct. 20. O. M. Thurber, Owatonna, 
Minn., secretary of the Northwestern 
Association of Mutual Insurance Com- 
panies, will address the mutual repre- 
sentatives. This completes the list of 
speakers with the exception of the prin- 
cipal speaker at the banquet which will 
close Insurance Day. The state of Wis- 
consin has been covered by an extensive 
advertising campaign put on by the gen- 
eral committee, to attract agents from 
every section of the state to Milwaukee 
for the day. About 3,000 each of post- 
ers, postcards, broadsides and reserva- 
tion cards have been mailed out and 
24,000 stickers were sent out last week 
for the agents to use. One thousand 
invitations have been issued. 
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| IN THE SOUTH AND SOUTHWEST 





NEW TEXAS COMPANY STARTS 





American Provident Life of Houston, 
Organized by Cravens, Dargan & 
Co., Begins Business 





HOUSTON, TEX., Sept. 28.—Hous- 
ton’s newest life insurance company be- 
came a reality last week with the grant- 
ing of a charter to the American Prov- 
ident Life. The names of leading Hous- 
ton citizens, many of whom have a state- 
wide acquaintance, appear in the direc- 
torate. The list of directors is as fol- 
lows: Frank Andrews, James A. Baker, 
Thomas H. Ball, Guy M. Bryan, W. 
L. Browning, James Cravens, Rorick 
Cravens, Kemp S. Dargan, Hudson P. 
Ellis, M. M. Graves, Price K. Johnson, 
C. M. Malone, J. Virgil Scott, John H. 
Shary, Judson L. Taylor. 

The officers of the company as an- 
nounced by Cravens, Dargan & Co., in- 
corporators, are as follows: James Cra- 
vens, president; Kemp S. Dargan, vice- 
president; Rorick Cravens, secretary; 
Price K. Johnson, assistant secretary; C. 
M. Malone, treasurer; Dr. Judson L. 
Taylor, medical director; H. G. Hewitt, 
superintendent of agents. The new in- 
stitution begins with $100,000 capital 
and a surplus of practically the same 
amount. 
of fall business prompted the manage- 
ment to take a charter and be in active 








A desire to get in on the rush | 


operations before the sale of stock was | 


completed, it was _ said. Additional 


amounts are now being disposed of over | 


Texas at strategic locations. 

The American Provident has its offices 
in the Cravens, Dargan building. Cra- 
vens, Dargan & Co. are Texas managers 
for 17 companies, with a total of 1,700 
representatives in 900 Texas 
Among these agents of the firm the new 


cities. | 


life company will find many representa- | 


tives. Homer G. Hewitt, named super- 
intendent of agents of the new company, 


derwriters Association. He has been for 


| office starting Oct. 1. 
is president of the Houston Life Un- | S¢55!#0" will be taken up chiefly with 


of Cravens, Dargan & Co.'s life depart- | 


ment. 





INTER-STATE 


IS EXPANDING | 


Chattanooga Company Is Making Rapid | 


Progress After Taking Over South- 
ern Insurance Company 





The Inter-State Life & Accident of ;’ 


Chattanooga has recently doubled its 
capital stock, increasing the amount 
from $150,000 to $300,000. The stock 
was sold to present policyholders at a 
three for one ration to increase the sur- 
plus. The Inter-State recently took 
over the Tennessee industrial business 
of the Southern Insurance Company of 
Nashville amounting to approximately 
$21,000 industrial debit. This gives the 
Inter-State a debit of $30,000 in Ten- 
nessee. The business taken over was 
approximately one-half life and one-half 
accident and health. The Inter-State 
now has an income of approximately 
$2,000,000 a year with a total debit of 
$40,000. The company is adding to its 
present home office building to take care 
of its increased business. 

Charles S. Gwin, recently comptroller 
of the Southern, is now with the Inter- 
State. He was formerly with the Life 
& Casualty as assistant secretary until 
about two years ago. W. C. Lemons. 
formerly in the agency department of 
the Southern, is now connected with the 
Inter-State as assistant manager of 
agents, assisting John W. Blevins. 





Great Southern Convention 


‘i The annual agency convention of the 
reat Southern Life will be held at 
Dallas, Oct. 13-14. 








CONCLUDE LOVELACE SCHOOL 





Sixty-five Students Graduate From 
Course at Oklahoma City, Spons- 
ored by Life Underwriters 





OKLAHOMA CITY, Sept. 29.—Six- 
ty-five students were graduated from 
the Lovelace school of life underwrit- 
ing, at the closing exercises. Diplomas 
will not be presented until the students 
have written $100,000 life insurance 
within a year. The crowning feature 
of the closing exercises was a lecture 
on “Following Through,” by Griffin M. 
Lovelace, under whose supervision the 
school was conducted. 

This is the second school of this type 
that has been brought to Oklahoma City 
by the Oklahoma Association of Life 
Underwriters. Of the students of last 
year, 85 percent have been presented 
with their diplomas, after writing the 
prescribed $100,000 production within a 
year after completing the course. 

In a contest conducted during the 
school term, Leon M. Willets of the 
Northwestern Mutual, Jess Owens of 
the Mutual Life, Dr. Watchtel of the 
Pacific Mutual and Seymour Henniger 
of the Equitable Life of New York were 
accorded the honors for presenting the 
best interviews and were called upon to 
give demonstrations at the closing exer- 
cises. 

Mr. Lovelace. accompanied by his 
teaching staff, Vincent Coffin, newly ap- 
pointed director of the life insurance 
school of the University of New York, 
and Ralph Englesman of New York, 
million dollar producer for the Equita- 
ble, left Friday for their homes in New 
York City. 

Home Life of Arkansas Rally 

The Home Life of Little Rock will 


hold its agency meeting at the head 
The first day’s 





the experience meeting, including a 


18 months and will continue as manager | frank estimate of selling conditions in 


Arkansas. On that evening the agents 
will be guests of the company at a din- 
ner. Prizes will be given by A. B. 
Banks, the head of the organization. 
Saturday will be given over to a dis- 
cussion of plans for fall campaign. 





Clabaugh on Southern Tour 


C. C. Clabaugh, field supervisor of the 
Maryland Life, is making a southern 
trip to visit agencies in Georgia, South 
Carolina and North Carolina. On Sept. 
28 he talked before the Atlanta Life 
Underwriters Association, giving a re- 
sume of the addresses given at the re- 
cent Atlantic City convention. Mr. 
Clabaugh expects to return to Baltimore 
in about the middle of October. 
Columbian Mutucl Change Approved 

The Columbian Mutual Life Assur- 
ance Society of Memphis has been 
granted a change of status by the Ten- 
nessee department, changing its name 
to the Columbian Mutual Life Insurance 
Company. 





Launches Big Campaign 

The Occidental Life of Raleigh, N. C., 
has launched a_ special “20th Anni- 
versary Campaign” with the goal of 
having $25,000,000 in force on the 20th 
anniversary of the founding of the com- 
nanv on Nov. 21. President A. B. Mc- 
Millen and Vice-President George Ros- 
lington have sent a special appeal to the 
agency force, asking for a repitition of 
the big drive of 1923, when $2,000,000 
was placed on the books in 60 days. 
The present contest is running over 65 
days, and the company seeks to pay for 
$2,500,000 in that period. The Occi- 
dental Life now shows an increase of 
60 percent over last year’s business, 
considerably over the average increase 
of all companies. 





a SHREVEPORT, LA. 





LOUISIANA 
STATE LIFE 


Insurance Company 
HOME OFFICE 











WHY NOT BECOME A GENERAL AGENT? 


tor 


Many successful agents outgrow their present duties, and 
continue as sub-agents only because no opportunity is 
given for promotion. 


In the states of Alabama, Arkansas, Louisiana, Okla- 
homa and Texas, we offer to well qualified agents, lib- 
eral General Agency contracts with choice of splendid 
locations. 


Your communication will be received and treated with 
confidence. 


IRA F, ARCHER 
Superintendent of Agencies 




















Provident Mutual 
. Life Insurance Company of Philadelphia 
tl Pennsylvania Founded 1865 





The Provident has worked 
out a practical plan by which 
the Home Office, through 
an Educational Supervisor, is 
assisting in the development 
of new agents. 


Si 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Offers an unexcelled line of policy contracts. 


Our juvenile policies, written on children as 
young as one day old, go in full benefit auto- 
matically at age 5 without re-examination. 




















Our special low rate policies to business and 
professional men are fast sellers. 


We write women on equal basis with men. 
Splendid agency openings are now available. 


Write William Koch, Vice President and 
Field Manager. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


A.C. Tucker, President 





















































GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of CALIFORNIA 


Has openings for General Agents, District Managers and 
Local Agents in Missouri, Kansas and Oklahoma. Lib- 
eral First Year and Renewal Commissions, Up to Date 
Policy ferms and Services of Agency Supervisor in de- 
velopment of territory. 


For Full information address 


W. H. SAVAGE, Vice-President 
Great Republic Life Bldg., 756 S. Spring St. 
Los Angeles, California 
Or A. L. HART, Agency Supervisor 
3639 Paseo, Kansas City, Missouri 



































A Loyal Efficient, Agency, Corps 


Back of the success of a life insurance company is a force of enthusiastic men and 
women in the field, following a vocation they like and serving a company in which they 
have confidence and pride. P value to their respective communities and their own indi- 
vidual success stand upon the service their company renders to its constituent members— 
the proving test. 

The Mutual Life of New York, the first American legal reserve mutual life insurance 
qeempeny, has for eighty-three years met the proving test of service to its members. 
Some. ¢ Company’s hi prestige accorded to public service and achievement is upborne 
and 2 oa on by loyal, efficient and contented field workers. 

They have unsurpassed contracts and facilities to offer to their public—all standard 
forms insurance ( 10 to eo and annuities, ‘both for men and for women; Dis- 
ability and Double Indemnity its ; policy loans in branch agencies, and all other fea- 
tures of service the Company deems justifi 

They take a pride in ye oF greatly upon a great past—a loyal, efficient agency corps 
enccessiel for the Company and for themselves. 


Those who contemplate life insurance field work as a vocation are invited to write to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET 
NEW YORK, N. Y. 








PACIFIC COAST AND MOUNTAIN FIELD 











LOOKING FOR DEVELOPMENT 
President H. R. Cunningham of the 
Montana Life Sees Big Future for 
the Pacific Northwest 





SPOKANE, WASH., Sept. 30.—The 
in the next few years for several thou- 
sand people, H. R. Cunningham, vice- 
president and general manager of the 
Montana Life, told members of the 
Spokane Life Underwriters. This great 
in store, has prospects ahead, he said, 
which are beyond expectation 
most optimistic people of the region. 

Mr. Cunningham was making a visit 
to Spokane with O. P. Pring, Spokane 
agent for Montana Life. 





Guy Emery and R. S. Ovelman 


of Oakland, Cal., as Oregon state man- 
ager for the California State Life, and 
appointment of R. S. Ovelman to suc- 


quarters are at Portland, Ore. 


Open Life Department 


A life insurance department will be 
opened by the Seattle agency of Carter, 
McDonald & Miller Oct. 1. The new 
department will represent the Oregon 
Life and will be in charge of Oscar Boet- 
tiger. 


Bankers’ Life Meeting 


Representatives of the Spokane, Wash., 
agency of the Bankers’ Life of Des 
Moines met for their annual all-day ses- 
sion. 
ern Idaho were 
surance men. E., 


represented by 15 in- 


Pacific Northwest will be the objective | 


Inland Empire, with irrigation projects | 


of the | 


Resignation of Guy Emery, formerly ' 





} rector at Spokane, delivered the address 

of welcome. The chief speaker was 
| Severin Schulte from the home office 
in Des Moines, regional sales manager 
for the Pacific coast. 

Pledges were taken by the salesmen 
| of the Spokane agency to sell $500,000 
of insurance for October. It was 
pointed out that June was one of the 
best June in the history of the organ- 
ization, $400,000 worth being sold here. 
| In seven years, since it was started, 
the Spokane agency has grown to a 
$2,000,000 business, it was said. 





New York Life Coast Meeting 


A joint convention of agents of the 
| New York Life was held at Del Monte, 
Cal., on September 27-29 for members 
of the company’s $150,000 Club. The 
official positions for the convention, 
which are won on merit only, are held 
hy Jack Dory, chairman; C. W. Hershey, 
first vice-chairman, and W. F. Dugan, 
second vice-chairman. 


ceed him, is announced by Manager of | 
Agencies M. F. Branch. The state head- | 


Eastern Washington and north- | 





California Is Developed 


C. F. Carl, the new western superin- 
tendent of agencies of the Midland Na- 
tional of Watertown, S. D., has estab- 
lished his headquarters at Berkeley, Cal., 


| and is now developing California. 


Want Life Insurance Rates Cut 


The Oregon state board of health has 
adopted a resolution looking to a reduc- 
tion of life insurance rates in Oregon. 

“The insurance corporations,” reads the 
resolution, “almost without exception 
have not given the people the benefit of 
the conservation of human life.” The 
resolution directed the governor and 
state insurance commissioner and, if 
necessary, the legislature, to make an in- 
vestigation to the end that proper in- 
surance rates may be brought about in 





FF. Burke, agency di- | this state. 








IN THE ACCIDE NT AND HEALTH FIELD 











BIG SAVING UNDER NEW PLAN 





Check on Fraudulent Claims by Mary- 
land Department Through Examining 
Physician Gets Good Results 


BALTIMORE, Sept. 29.—Checks on 
fraudulent insurance claims through em- 
ployment of an examining physician by 
the state insurance commission have re- 
sulted in a saving of $97,100 the first 
year’s operation of the new system. 

The savings, according to the report 
of Actuary Arthur M. Siegk to Commis- 
sioner Benson, represent the decreas- 
ing ratio of insurance claims to the to- 
tal premium collections of health and 
accident insurance companies in Mary- 
land. A physician to pass on disputed 
claims was employed in July, 1925, fol- 
lowing complaints by insurance com- 
panies of large losses due to fraudulent 
claims for health and accident benefits. 

Since the new system was adopted in 
July, 1925, there have been decreases in 
the total of claims for each week of the 
first year’s period of operations, the re- 
port states. Mr. Siegk said that this 
was shown in spite of the fact that wide- 
spread illness existed the early months 
of this year. 

Although health and accident losses 
in Maryland in past years have been 
greater than similar losses of insurance 
companies in other states, the losses for 
the 12-month period to July, 1926, have 
been generally below losses in other 
states, Mr. Siegk said. 

Nearly 500 cases of complaints by in- 
surance companies or insured individ- 
uals were investigated. 

All complaints of insured persons 

















against alleged unfair treatment by com- 


panies and of the insurance companies 
in cases of suspected fraudulent claims 
are investigated. 





Warning on Mail Order Policies 


SALT LAKE CITY, UTAH, Sept. 28 
Commissioner McQuarrie has issued 4 
warning against the acceptance of mail 
offers of insurance. The commissioner 
says the state has been flooded of late 
with mail from people living in another 
state who are trying to promote an in- 
surance concern protecting pedestrians 
and motorists from accidents. He ob- 
serves that the most misleading state- 
ments are made concerning what is 
really a restricted accident policy. 

Mr. McQuarrie’s statement is a long 
one and goes into the subject in detail. 
He points out the fact that such concerns 
have no permit from the department and 
cannot be called to account by it and 
that claims against them could not be 
enforced in the courts of the state. 





National Casualty Northwest Change 


D. B. Owen, state agent for North 
Dakota of the National Casualty, wil! 
leave Fargo Oct. 1 to become associated 
with Chales Eaton in Minneapolis where, 
under the name of Eaton & Owen, the 
business of the National Casualty for 
five states will be centralized, Mr. Owen 
in charge of agencies and Mr. Eaton in 
charge of claims and collections. Min- 
nesota, the two Dakotas, Montana and 
Wisconsin constitute the field for the 
merged office. 


Open New San Diego Agency 

William L. Thomas, superintendent of 
the Los Angeles monthly premium acc!i- 
dent and health general agency of the 
Pacific Mutual Life, announces the ap- 
pointment of Melville Bryant as mana- 
ger of a branch agency that is being 
opened in San Diego. Mr. Bryant was 
formerly general agent of the company 
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in Spokane several years ago, resigning 
the connection to return east to engage 
in another line of business. In connec- 
tion with this appointment it is under- 
stood that W. S. Neal of the agency firm 
of Neal & Deasy, which formerly repre- 
sented the monthly premium accident and 
health division in San Diego as general 
agents, will remain with the agency, de- 
voting his entire time to personal pro- 
duction. The position of cashier of the 
new branch agency will be filled by the 
appointment of Miss Delia Deasy to this 
post 





Seek New Production Record 


The industrial department of the Gen- 
eral Accident, under the supervision of 
a. V. Chandler, is endeavoring to estab- 
lish a new production record in October, 
anniversary month, in honor of W. H. 
Howland, manager of the accident de- 
partment of the company, by having 100 
names listed in Hustlers’ Row. It has 
been Mr. Howland’s ambition for several 
years to see a record of this sort, and 


> 


| Francisco last week. 
}of the attorney 
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the figure has been approached several 


fallen just a little short of the goal, 


Names Detroit Division Manager 
c. C. Jensen, formerly district super- 
intendent, in charge of the monthly pre- 
mium department of the Washington Fi- 
delity National, has been appointed divi- 
sion manager for the Mutual Life of 
Illinois, with headquarters at Detroit. 








San Francisco Managers’ Club 


SAN FRANCISCO, Sept. 29—Assistant 
Insurance Commissioner Beckett was the 
principal speaker before a meeting of 
the Accident Managers’ Club of San 
John H. Riordan 
general's office also 
spoke. R. B. Oshier, manager of the San 
Francisco office of the Federal Life and 
president of the club, presided at the 
meeting, which was attended by about | 
35. 








NEWS ABOUT 


LIFE POLICIES 








—, Literature, Rate Books, etc. 
gest” and “‘Little Gem,” 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Published Annually in May and April respectively. 
PRICE, $3.50 and $2.00 respectively. 


Supplementing the “Unique Manual- 














DISABILITY RULES CHANGED! PUBLIC SAVINGS’ 





Fidelity Mutual Life, Pioneer in the 
Field, Makes Important Re- 
arrangements 





A number of changes in the rules 
governing disability and double indem- 
nity clauses were announced by the 
Fidelity Mutual Life at its annual 
agency convention held recently. The 
company has increased its other limits 
of the double indemnity clause to $50,- 
000. This has hitherto been $25,000. 
It was announced that the rates for 
these benefits will probably be increased 
in the near future and that several 
changes in classifications may be ex- 
pected. The change in rates is in line 
with the general movement throughout 
the country to adjust the disability 
clause to actual experience. The 
changes under consideration by the Fi- 
delity Mutual are of particular interest, 
as this company was the first one to 
offer disability protection, issuing the 
first life policy with such provisions in 





1896. It. was also the first company 
to incorporate double indemnity and 
double disability provisions, doing the 
former in 1904 and the latter in 1919. 





Farmers Mutual Union 


A disability clause providing monthly 
income is being issued by the Farmers 
Union Mutual of Des Moines. Waiver of 
premium was the only disability provi- 
sion heretofore. The new clause defines 
disability as follows: “Total and per- 
manent disability as referred to herein 
is any impairment of the mind or body 
which continuously renders it impossible 
for the disabled person to engage in any 
occupation or employment for remunera- 
tion or profit and which is founded upon 
conditions which preclude any reason- 
able expectation of substantial improve- 
ment or recovery. Without prejudice to 
other causes of disability the entire and 
irrevocable loss of the sight of both 
eyes, or the severance of both hands at 
or above the wrists, or of both feet at 
or above the ankles, or of one entire 
hand and one entire foot, will be con- 
sidered by the company as total and per- | 
manent disability within the meaning of 
this provision.” The monthly income of 
$10 per $1,000 is paid during disability to 
maturity of the policy, either by death | 
or as an endowment. This benefit is 
open to men only. Following are the 
rates for the waiver of premium and $10 | 
monthly income clause: 


| come beginning immediately 





Ord. 20 10, Yr. End. 20 Yr. 15 Yr. 
Age Life Pay nd. 65 End. End. |} 
15 $1.39 $1.85 $0. ip) $1.31 $0.80 $0.75 | 
20 1.59 2.03 145 91 .83 | 
2 179 «$20 0«('es OLes «oLes 88 | 
30 2.04 2.35 91 185° 1.21 1.05} 
35 2.36 252 105 2.12 1.49 1.27} 
40 281 2.73 1.32 2.49 2:00 1.63 | 
45 343 3.41 175 2.99 2.99 2.25 | 
50 4.32 4.36 255 8.73 4.12 3.73 | 
55 5.79 5.85 496 4.96 5.71 5.53 


| New Policies and New Rates for Or- 


dinary Department Announced 
by Company 





The Public Savings has announced a 


complete new line of ordinary policies 
and a new rate book. All life premium 
rates have been reduced for standard 
risks. The new book is indexed accord- 


ing to age, and all premiums are shown | 
on the basis of $10,000. A new con- | 


tinuous premium endowment at age 60 
has been added to the standard forms. 
The name of the “Preferred Life” pol- 
icy has been changed to “Modilied 
Life.” The distinguishing feature of 
the modified life policy is that premiums 
for the first eight years are one-half 
of premiums tor subsequent years. 
The minimum amount of the policy is 
$2,500. 


All premiums in the main section of | 


the book include disability income. 
Premiums without disability are rele- 
gated to the back of the book. The 
company desires to emphasize this form 


of coverage, as it believes life insurance | 


with disability income is the most com- 
plete and modern form of insurance 
protection. The new disability clause 
provides for payment of monthly in- 
upon re- 
ceipt of proof, instead of one year after 
the next policy anniversary, as formerly. 
Disability income payments continue 
after maturity of endowments. This 
liberalization in the provision necessi- 
tated an increase in the premium for 


| the disability benefit. 


rhe double indemnity clause has been 


times, but always before the agents have 
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Measure Your 
Prospect List 
By the Classes 
Of Insurance 
Written- - - - 


| This Company offers additional prospects by issuing policies on men, 

| women and children. With the exception of the disability clause, 
women are written on the same basis as men and our “CHILD’S 
_20 PAY LIFE” is a great favorite. 


| Maybe you have overlooked this most profitable class of prospects. 
Ne IT OVER. WOMEN AND CHILDREN ADDED TO YOUR 
LINE WILL TRIPLE YOUR PROSPECT LIST. 








Liberal Agency Contracts 
Good Territory in 
ILLINOIS, OHIO and TEXAS 


KASKASKIA LIFE INSURANCE CO. 
‘eo HOME OFFICE 
SHE|ILBYVILLE, ILLINOIS 











HOME LIFE INSURANCE COMPANY 
OF AMERICA 





Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 
Home Life 
A Home Life Contract brings prosperity and progress 
ST 


Agents are satisfied 


Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 


who loves his family 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 




















D. W. CARTER, Secretary 





STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


The_Company has recently introduced an exceptionally complete and practical 


for the use of its Agents and those who contemplate entering the life insurance business. 


STEPHEN IRELAND, Superintendent of Agencies 





INCORPORATED 1844 


EDUCATIONAL COURSE 


B. H. WRIGHT, President 
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And now! 


the last word in up to date accident 
insurance. 


The Motorists Complete 
Accident Policy 


Form 237 


Continental Casualty Co. 


H. G, B. ALEXANDER, President 
CHICAGO, ILLINOIS 
























MICHIGAN 


A T the present moment, there is a 

representative from the Home 
Office of The Franklin Life in Michi- 
gan seeking connections with men 
capable of developing Agencies. Write 
to Jos. W. Jones, Vice-President in 
Charge of Agencies. 





LEGAL RESERVE 
COMPANY 


Full Life Line 
Double Indemnity 
Income Disability 
“Excess Interest” 
Juvenile Policies 

Non-Medical Policies 
Low Rates 
Non-Participating 


THE FRANLIN LIFE INSURANCE CO. 
SPRINGFIELD, ILLINOIS 
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Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured, which 
average about 50% of the total. It is further evidenced by 
the fact that under ad of the policies becoming claims, the 
i ied n er insurance. 

= we ~ 6 yk. offers the opportunity for increased 
earnings through selling more insurance to more people. Top contracts evailable in 
choice territory. 


National Life Association - Des Moines, Iowa 



































Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


Standard Ordinary and Industrial Policies 


J. N. WARFIELD, Jr. a 
JN WA MGLENART, Memeal Director 











broadened so that the double benefit 
for accidental death remains in force 
throughout the continuance of the pol- 
icy, regardless of the premium paying 
period or the age of the insured. Not- 
withstanding this liberalization, the pre- 
mium rate for double indemnity has 
been reduced to $1.25 per $1,000 on or- 
dinary life and endowment forms, and 
$1.75 on twenty payment life. 

Monthly income policies providing 
for a benefit of $100 monthly for five 
years are featured in the new rate book. 
The minimum policy issued is for $25 
monthly. An outstanding provision of 
these policies is the liberal disability 
benefit. The monthly disability income 
is the same amount as the income pay- 
able at death. A policy providing for 
$100 monthly for five years, payable 
at death, although the commuted value 
is only $5,520, provides also for an in- 
come of $100 monthly during disability. 


Juvenile Policies 


An entirely new and uniquely attract- 
ive line of ordinary policies on the lives 
of children from date of birth to age 14 
has been introduced. These policies 
are described in the rate book as fol- 
lows: 

Junior income policies, in addition to 
the regular benefit at the death of the 
child, provide for insurance on the life 
of the father for the protection of the 
child during the child’s minority. The 
insurance on the father is in the form 
of a monthly income which the com- 
pany will pay to the mother until the 
child is 18 years old. 

Junior income (1%) policies provide 
for an income of $10 per month per 
$1,000. Minimum amount is $1,000 and 
maximum $5,000. 

Junior income (2%) policies provide 
for an income of $10 per month per 
$500. These are issued in amounts from 
$500 to $5,000. 

Junior policies without the income 
benefit will be issued on the 20-year 
endowment and endowment at age 18 
plans in amounts of $500 to $5,000. If 
a 20-payment life junior policy is de- 
sired, the income feature must be in- 
cluded, as this form of junior policy is 
not issued without the income benefit. 

Rates Are Given 


The rates per $10,000 on the principal 
forms are as follows: 
Premiums Rates Per $1,000 
(With 1% Disability Income) 


Modified Life 
Whole 20 Pay 20Yr. First After 


Age Life Life End. 8yrs. 8 yrs. 
15... . $136.20 $218.70 $404.30 coe Keto 
20.... 151.80 236.70 408.80 $ 94.80 $175.50 
25 171.20 257.80 414.60 107.70 199.00 
30 196.00 282.90 423.00 124.30 229.40 
35 228.30 313.50 435.50 146.20 269.60 
40 271.60 351.80 457.30 176.30 324.60 
45 329.90 405.60 487.00 220.00 405.20 
50.... 413.10 480.30 539.50 282.10 519.30 
55.... 529.60 585.20 623.30 371.60 681.80 
59.... 656.20 699.70 723.80 474.40 864.90 
Premiums Without Disability 
Modified Life 
Whole 20 Pay 20Yr. First After 
Age Life Life End. 8yrs. 8 yrs. 
16....$124.30 $201.60 $396.60 ..... ..... 
20.... 137.70 217.60 399.30 $ 80.70 $161.40 
25 154.80 236.80 403.00 91.30 
30 176.80 260.20 408.20 105.10 210.20 
35 205.50 288.90 416.10 123.40 246.80 
40 243.60 324.70 429.00 148.30 296.60 
45 295.10 370.90 451.00 185.20 370.40 
50 368.20 434.90 492.80 237.20 474.40 
55 468.20 523.00 559.90 310.20 620.40 
59 572.30 615.00 638.20 390.50 781.00 
Monthly Income Policies 
$100 Monthly for Five Years 
$100 Monthly Disability Income 
Modified Life 
Whole 20 Pay 20Yr. First After 
Age Life Life End. 8yrs. 8 yrs. 
occu Gee GEE Oe cscce _ sevke 
20.... 89.44 138.80 229.12 $58.00 $102.56 
35.. 101.04 151.20 233.16 66.00 116.46 
30.... 115.72 165.56 238.96 76.12 134.12 
35.... 134.80 183.00 247.64 89.48 157.60 
40.... 160.40 204.64 262.88 107.80 189.68 
45 194.60 236.40 281.36 133.96 236.20 
50.... 243.44 280.56 313.24 171.12 302.04 
55 312.20 342.88 363.96 225.00 396.24 
59 387.76 411.76 425.04 287.40 502.96 


Intermediate Policies 


Premium Rates Per $500 
Whole 20 Pay 20 Yr. 
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Junior-Income Policies (2%) 


Premium Rates Per $500 
Age of Child 1 Year 


Age of 20 Pay 20 Yr. End. at 
Insurant Life End. Agel 

DB eaccevecesese $16.30 $28.00 $32.31 
Me épaudoceesnea 16.67 28.37 32.72 
BD ccvesccecoses 17.33 29.12 33.46 
SD vcscccvosvece 18.38 30.26 34.64 
 Repeoqeeroee rs 20.23 32.27 36.70 
OD. nvecaneceseoes 25.35 37.83 42.42 
De céccéensdoacs 33.96 47.18 52.05 


Premiums after age 18 
8.14 19.14 





Postal Life 


The Postal Life has provided a special 
policy covering seven years. There is 
also an option in the contract for re- 
newal for seven years more if desired 
at rate for attained age after medical 
examination. The privilege of convert- 
ing this policy to any other form with- 
out medical examination within a period 
of five years is also granted. This policy 
is issued in multiples of $5,000 and to 
extra-preferred risks, which facts in ad- 
dition to the Postal’s usual economies 
enable the company to furunish this con- 
tract at an extremely low cost. For a 
seven year term policy, five year con- 
vertible guaranteed annual dividends, at 
age 30, for $5,000, the gross annual pre- 
mium $46.80. The 9% percent guarant- 
eed dividend, $4.45, may be at once de- 
ducted from the premium giving a guar- 
anteed cost per annum of $42.35, Fol- 
lowing are the annual premium rates 
per $5,000, with guaranteed dividends and 
the net costs, at quinquennial — : 

ne 





Age Prem. Div. Cost 
20 $ 44.25 $ 4.20 $ 40.05 
25 45.58 4.33 41.25 
30 46.80 4.45 42.35 
35 50.66 4.81 45.85 
40 59.34 5.64 53.70 
45 75.03 7.13 67.99 
50 100.94 9.59 91.35 
55 141.71 13.46 128.25 
60 217.68 20.68 197.00 
65 334.97 31.82 303.15 
Franklin Life 


The Franklin Life will issue a new 
line of juvenile policies starting Jan. 1. 
They will be issued on the lives of chil- 
dren who have attained the age of one 


‘year and have not reached the age of 


10 years. It will provide for graded 
death benefits until the anniversary of 
the policy when the child attains the 
age of 10 years nearest birthday, They 
will be issued on the 20-payment life 
plan, maturing as an endowment at age 
25, 20-year endowment and endowments 
maturing at ages 16 to 21, inclusive. 
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NEWS OF THE PRUDENTIAL 





Number of Agents Have Been Promoted 
to the Position of Assistant 
Superintendent 





Lawrence V. Driscoll has been pro- 
moted to assistant superintendent in the 
Mt. Morris assistancy of the Rochester 
No. 3 district of the Prudential. Assist- 
ant F. E. Waltz takes up the assistancy 
work at Rochester City No. 3, being 
transferred from the Mt. Morris office. 

Due to the growth of the Prudential’s 
business in the Elyria, O., territory it 
Was necessary to appoint a second as- 
sistant superintendent, and Cloice D. 
Burket has been selected to fill the posi- 
tion. Two recent appointments in the 
assistancy ranks were Michael Z. Lu- 
kach, at Lorain, O., and Louis H. Het- 
rick, at Sandusky, O. 

Division ‘A” has promoted 12 agents 
to be assistant superintendents. Agent 
J. Walker was promoted in_ Staten 
Island; E. W. Erwin, Newburgh; J. ©. 
Phelan, Yonkers; L. Patruccianni, N. Y. 
No. 1; P. G. Dux, T. A. Noland and L. 
Dumosch, N. Y. No. 10; J. M. Reddock, 
N. Y. No. 8; W. Jacoby, N. Y. No. 15; P- 
Hurvitz and J. Spano, N. Y. No. 5, and 
E. T. Anslow, N. Y. No. 6. 

For all around ability as an insurance 
man the company commends Agent 
Hugh P. Kane, Greenburg, Pa., assist- 
ancy, Braddock district, who, in an of- 
fice featuring “heavy-hitters,” is the 
premier industrial agent and ranks sec- 
ond in ordinary net issue. His arrears 
are only 7 percent, with the advance 
payments in the vicinity of 300 percent. 

An assistant superintendent who is 
doing nicely since his recent appoint- 
ment is Howard W. Strang of the 





Beaver Falls, Pa., district. Mr. Strang 
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served as district cashier in his present 
location for a number of years. 

Agents William J. Mackin, at Erie, 
and Charles D. Reichwein, at Pittsburgh 
No. 1, have been promoted to be assist- 
ant superintendents. 

James Majchrzak, who began his serv- 
ice with the company as an agent in 
Buffalo No. 1 on August 25, 1924, and 
was recently transferred to the new dis- 
trict known as Buffalo No. 5, has been 
promoted to be an assistant superin- 
tendent, 

Clarence A. Hess has been appointed 
an assistant superintendent in the Buf- 
falo No. 4 district. Mr. Hess began his 
service with the company in that dis- 
trict as an agent on Oct, 26, 1925. 

Agent Douglas S. Dey of the Louis- 
ville No. 1 district has been advanced to 
assistant superintendent and is now su- 
pervising a staff of agents in the same 
district. Agent Jack Spanley has been 
appointed an assistant in the Fort 
Wayne, Ind., district. During the five 
years that he conducted an agency, he 
made an unusually creditable showing. 

When an additional assistancy was 
opened in the Terre Haute, Ind., district, 
Agent Charles M, Foshee was considered 
the best man for promotion. 

The outstanding record of Robert M. 


Hazlewood of Lexington, Ky., brought | 


him into the limelight when a new as- 
sistant was being sought for a vacancy 
that had occurred in that district. 
Agent Glen H. Hauk of Rushville was 
selected as the most likely candidate for 
promotion to the Newcastle, Pa., assist- 
ancy. While Mr. Hauk has not had a 
very extended experience (his appoint- 
ment as agent having occurred on Oct. 
19, 1925), he has shown considerable 
adaptability to the insurance business. 
Another agent with short experience 


who developed rapidly into an efficient 
life insurance man is Louis E. Brown 
of Paducah, Ky., whose ability was rec- 
ognized when he received promotion to 
the Poplar Bluff, Mo., assistancy. 


Public Savings Changes 

Recent changes in the field of the Pub- 
lic Savings are: 

Superintendent S. Orr, Detroit 2, is 
transferred to Detroit 3. 

Manager J. B. Witherspoon, Detroit 1, 
is transferred to Royal Oak, Mich. 

Agent L. W. Case, Royal Oak, Mich., is 
promoted to superintendent, 

Superintendent W. W. Lehnhard, Lima, 
O., is transferred to the independent sup- 
erintendency at Findlay, O. 

Agent W. L. Griswold, Toledo West, is 
promoted to superintendent. 

Agent W. J. Plunkett, Akron, O., is 
promoted to superintendent at Green- 
ville, O. 

Superintendent F. L. Clutter, Louis- 
ville West, is transferred to superin- 
tendent at Piqua, O. 

Superintendent A. Phelps, New Albany, 
is transferred to Louisville West. 

Agent H. A, Bender, New Albany, is 





promoted to superintendent. 


Western & Southern Appointments 


The Western & Southern Life has pro- 
moted William P, Callahan, formerly as- 


tendency at Hamilton, O., one of the 
company’s longest established and most 
important districts. William J. Major, 
formerly assistant at Detroit east, has 


} 
iene in Norwood, O., to the superin- 


| been promoted to the superintendency at 
| Saginaw, where he first entered the com- 


| pany's service as an agent. 
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BIG MEETING IS ANTICIPATED 


Edward A. Woods and Vincent B. 
Coffin Speak at First Meeting of 
New York Association 


NEW YORK, Sept. 29.—Edward A. 
Woods, general agent of the Equitable 
Life of New York in Pittsburgh, and 
Vincent B. Coffin, director of the life 
insurance training course of New York 
University, will be the speakers for the 
opening dinner meeting of the New 
York association which is to be held at 
the Hotel Astor on the evening of Oct. 
14. F, P. McKenzie, recently appointed 
executive secretary, states that an at- 
tendance of approximately 500 is ex- 
pected. -Mr. Woods is well known 
throughout the country, as the head of 
one of the largest agencies in existence. 
He has taken a leading part in the 
movement for co-operation with trust 
companies for the conservation of life 
msurance estates. Mr. Coffin, who will 
speak on “The Building Up of a Big 
Idea,” was one of the first graduates of 
the insurance training course of the 
Carnegie Institute of Technology, and 
has been active for several years in in- 
Surance selling and educational work. 
He succeeds Griffin M. Lovelace, who 
was recently appointed third vice presi- 
dent of the New York Life, as head of 
the life insurance training course of 
New York University. 

* * * 

_ Des Moines—Mrs. W. S. Pritchard of 
Garner, Ia., head of the insurance sec- 
tion of the Iowa Federation of Women’s 
Clubs, will be a speaker at the first fall 
meeting of the Des Moines association 
Saturday noon. * 

_ Joseph Peterson, president of the asso- 
elation, said Mrs. Pritchard had been ex- 
tended a special invitation to be the 
Suest of the club on account of the out- 
Standing work she had done to impress 
on Iowa club women and others the im- 
portance of insurance as a safeguard of 
the home. The Iowa woman was one of 
the principal speakers before the insur- 
ance section of the National Federation 
of Women’s Clubs at Atlantic City the 
past summer. 

Other speakers at the meeting will be 
Superintendent J. W. Studebaker of the 
Des Moines schools and William Bowles, 
Seneral agent for the Phoenix Mutual 
Life. The general subject will be the 
value of insurance in assuring educa- 


men and women. 


| tional advantages to children and young 
| 


x* * * 
Omaha—Mansur B. Oakes of Indian- 
apolis, president of the Insurance Re- 
search & Review Service, speaking be- 
fore the first fall meeting of the Omaha 
association Saturday evening, placed the 
insurance man second only in value to 


| the minister in point of his value and 
| importance to the community. “You in- 


surance men should be as consecrated as 
the minister is in making his plans,” 
said Mr. Oakes. 

Cc. Petrus Peterson of Lincoln, attorney 
for the Bankers’ Life of Nebraska, said 


| that the insurance salesman Is selling a 


| 
| 





promise made by a man whom the pros- 
pect has never seen and yet this promise 
has been almost uniformly kept. At the 
afternoon session, H. O. Wilhelm made 
a report on the national convention at 
Atlantic City. 

*x * 

Jackson, Miss—The Jackson associa- 
tion has elected the following officers for 
the coming year: President, A. G. 
Gainey, Reliance Life; vice-president, 
Robert Smith, American Life; secretary, 
E. Golden, New York Life. A vote of 
thanks was extended to E. H. Bradshaw 
and A. W. Carraway, retiring president 
and secretary respectively, for their 
services the past year. 

x * * 

Rochester, N. ¥.—The Rochester asso- 
ciation held its fall opening meeting last 
week. William B. Burruss of New York 
City was the speaker, giving an inspira- 
tional talk based on 30 years of selling 
experience, part of the time in life in- 
surance, including 14 years as sales man- 
ager and general agent. The subject of 
his address was “Shakespearé the Sales- 
man.” 

The next meeting will be held Oct. 29. 
The speaker is Arthur Potter, who is con- 
nected with the Mutual Benefit Life in 
Boston. Mr. Potter left the bank teller's 
cage four years ago to enter life insur- 
ance and last year produced between 
$3,000,000 and $4,000,000. 

*x* * * 

Rockford, i1.—Clarence Patrick, sec- 
retary of the Rockford Association of 
Commerce, and Nathan Weiss of the Mu- 
tual Life of New York in Chicago, were 
the speakers before the September meet- 
ing of the Rockford association last 
week. Mr. Patrick gave some interest- 
ing statistics on the growth of the city, 
which has grown to be the third in size 
in the state and third in the building 
industry. He also said that it is second 
in the manufacture of machine tools and 
almost leading the world in special tools. 
Mr. Patrick also gave some interesting 
facts about the public schools, recrea- 
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THE SOUTHERN STATES LIFE 
INSURANCE COMPANY 
ATLANTA, GEORGIA 








HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—20 years of honorable and 


successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
proposition. 




















Wilmer L. Moore, 
PRESIDENT 

















COMPLETE COVERAGE 
FROM A SINGLE SOURC 
Life 


Health Accident 
Life Policies—Disability Policies—Accident 
Polici 





Sub-Standard Standard Super-Standard 


One Company One Correspondent One Contract 
4 Popular Life Forms 7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 
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If If 
l Territory does make a difference You are a producer 
If If 
Close co-operation is necessary You believe in yourself 


If If 
A friendly interest is needed You want a REAL job 


Write or wire 


S. M, CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 
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Empire Mutual 


Life Insurance Company 
of the United States 


Home Office 
KANSAS CITY, MISSOURI 


EXECUTIVE OFFICES 
1700 I Street, N. W., Washington, D. C. 
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ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 





A progressive up-to-date company with a program of 
expansion and growth. 
All Texas is our field. 








“The Fast Growing Company of the Southwest” 
San Antonio, Texas 











city’s growth. 
talk, prefacing his remarks with 
locks the door of success. 
the desires and ambitions to 
must originate in the heart and 
vision to draw on 
imagination of his 
that is in his own heart. 

















should be to apply 
his local association. 
Mr. Weiss was inspirational and 
sented some unique sales ideas. 

S O°e 





Houston, Tex. 


anyone else,” Judge Claude Pollard, at- 


surance has been so developed that a 
lawyer has nothing to do with it in his 
professional capacity except possibly as- 
sist with the filling out of a claim oc- 
of life insurance policies in force, it is 
remarkable that so few 
court.” 

H. G. Hewitt, president of the associa- 
tion, announced a membership contest in 
the guise of a world series game. The 
goal is 50 new members by May, 1927. 
Jack Balmaz and Adolph Westheimer are 
captains of the opposing teams, each new 
member counts five runs, with additional 
runs for dues paid ahead. Failure of a 
member of a team to get at least two 
new members is an error and costs his 
team 10 points. The series will be de- 
cided at the next regular meeting of the 
association, Oct. 12. 

. 














| 
ek * * 

Texas—Lccal arrangements at Dallas 

for the meeting of the Texas association 

|} at a date to be selected next month are 

| being made by Don L. Sterling. 

| x x * 

Los Angeles—The Los Angeles asso- 
ciation resumed its regular monthly din- 
ner meetings Thursday evening, Sept. 30. 

The program included a sales demon- 
stration of program insurance, using the 
case method and giving the approach, 











NOW OPEN 


Write to 


Francis L. Brown, Secretary 
ROCKFORD, ILLINOIS 





KAN SA §S 


ROCKFORD LIFE INSURANCE COMPANY 
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Even an 
Efficient 
W orkman 


Non- Medical 
Salary Savings 
Monthly Premium 
Juvenile Policies 
Payor Insurance 


Needs 
Adequate 
Tools. 


Se ee ee we we we ee ee ee — me em emer es eee ee eee 
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6. 


7. 
8. 
9. 


H. B. HILL, President 


SPRINGFIELD, ILLINOIS 


Agents are splendidly equipped with such tools as 


Health & Accident 

Direct Mail Advertising 
Sales Promotion Department 
Educational Course 

Sales Folio 


Female Insurance 10. 

Without Restrictions 11. 
Annual Dividend 12. 
Non-Participating 13: 
Sub-Standard 14. 


tion facilities and other phases of the 
Mr. Weiss gave a sales 
the 
statement that there is no key that un- 
He said that 
succeed 
the 
successful agent must have a big enough 
the canvas of the 
prospect something 
Sincerity was 


given as the biggest single factor for 
success, Mr. Weiss also spoke of the 
value of local association work, saying 


that one of the first acts of a new agent 
for membership in 
The talk given by 
pre- 


“A lawyer's viewpoint 
on life insurance is the same as that of 


torney general elect of Texas, said last 


week at the regular meeting of the 
Houston association. “The truth is,” 
Judge Pollard continued, “that life in- 


casionally. Considering the great numbers 


of them go to | 


the interview and the close. O. H. Mar. 
tinsen, assistant general agent of the 
Aetna, was the salesman, the part of the 
prospect being taken by R. L. Hoghe of 
the Aetna. 

The principal speaker listed on the 
program was John Wesley Luter, judge 
pro-tem of the superior court of Los 
Angeles county, on “Inheritance Tax anq 
Community Property Law.” 

* & -a 

Spokane, Wash.—The Spokane associa. 
tion, which had a membership of 49 two 
weeks ago, has grown to 120 by the cam- 
paign for new blood recently put on, 
| according to E. R. Edgerton, president 
| The goal had been set at 100. 

The organization will sponsor the class 

in life insurance salesmanship to be put 
on at the Spokane night school this fall. 
More than 50 are expected to take the 
course, which will utilize the Research 
and Review books as a text. The night 
school authorities are to select an in- 
structor. 





x * * 


Indianapolis—The first fall meeting of 
| the Indianapolis association was held 
| last Friday and was addressed by E. H. 
| Kemper McComb, principal of Manual 
| Training High School, on “Setting the 
| Semaphores for the Children.” He de- 
| veloped a strong case for educational 
life insurance. Mansur B. Oakes gave 
a report on the Atlantic City meeting of 
the National association. This was the 
first meeting at which the new president, 
W. W. Harrison, has presided. 

Joel L, Traylor of the John Hancock 
Mutual Life in Indianapolis, will conduct 
the life insurance salesmanship course 
at the Y.M.C.A, this fall and winter. 

*x * 

Cleveland—tThe first fall meeting of the 
Cleveland association will be held Oct. 8. 
The speaker will be George W. Ryan, 
general agent of the Provident Mutual 
at Pittsburgh. His subject will be 
“Sales Presentations.” 

x * * 

Boston—William Thomas McCoy, spe- 
cial agent of the Equitable Life at 100 
Milk street, Boston, has been selected 
by the Boston association as the recipient 
of the benefits of the prize scholarship 
which the association won at the At- 
lantic City national convention last week 
by reason of its large increase in mem- 
bership. The Boston association took 
the third prize. 





Ask for Investment Lists 


In order to facilitate the handling of 
insurance company annual statements, 
the Canadian department of insurance 
has asked all companies to send ad- 
vanced statements of securities pur- 
chased, held as collateral or otherwise 
acquired between Dec. 31, 1925, and Sept. 
15, 1926. The companies are asked to 
file these statements at the earliest con- 
venience and by Nov. 15 a similar list 
covering purchases made and _ contem- 
plated during the last few months of 
the year. Supplementary statements can 





MUTUAL LIFE oF ILLINOIS 


Annual dividends payable on Non-Participating forms after 20 years. 
The famous $5 Point G. P. S. Policy—It's different—A sure fire business getter. 
Exeellent General Agency Territory in Illinois, Indiana, Iowa, Michigan, Missouri, and - Ohio. 
Write in strict confidence to F. M. FEFFER, Vice-President & Agency Director 


then be filed the balance of the year. It 
is pointed out that this will greatly 
facilitate the work of the department 
and aid the companies themselves, as the 
department can begin work at once on 
the valuation of securities held by the 
companies. 


Willliam F. Schick, Jr., accident and 
health special agent for the United 
States Fidelity & Guaranty, has been 
transferred from Cincinnati to Kentucky 


territory. 
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Centers of Influence as a Means of 
Securing Prospects Under Favorable 


Conditions for Writing Their Business 


BY J. M. CAROTHERS 
Phoenix Mutual Life at Pittsburgh 


or after I have tried to sell him 

but could not, I never fail to se- 
cure names of other men who he thinks 
might be interested in my service. Dur- 
ing my interviews, I keep the thought 
well to the front of my mind that, while 
this man might not buy what I am offer- 
ing, it is always possible that he will 
put me in touch with a lot of people 
who may buy; therefore, I do my best 
to render him real service in the mat- 
ter of enhancing the value of his poli- 
cies. I show him the value of having 
contingent beneficiaries named, perhaps 
through use of a summary sheet, which 
I fill in for every man who has enough 
insurance to justify its use. I help 
him rearrange the method of paying 
premiums so that his insurance will not 
be so burdensome. And in looking over 
his insurance there have been mighty 
few cases where I have not been able 
to show him he needs more protection. 
In rendering service of this kind, unless 
the prospect is particularly hard-boiled, 
he will show his appreciation by sug- 
gesting a number of names. 


Pittsburgh Accountant 
Vetoed Insurance Plan 


One man in particular in Pittsburgh 
whom I look on as a centre of influence 
is Andrew H. Blass. Mr. Blass is head 
of a large school of accountancy, and 
he also has a large practice in account- 
ancy. Last January Mr. Blass was asked 


Aver at I have sold a man a policy, 





by the Pittsburgh financial institution | 


to pass on the advisability of an insur- 
ance plan I was trying to sell them. It 
was a good plan, I thought, and I was 
very much surprised, not to say pained, 
when it was vetoed by Mr. Blass. But 
I did have to admire the way he did 
it; he asked the secretary of the com- 
pany and Mr. Blair and me to have lunch 
with him. And after we had eaten he 
went into lengthy detail of why the plan 
did not meet with his approval. And 
we, Mr. Blair and I, agreed that under 
the circumstances he was right. 


Sold Large Amount 
to Members of Staff 


After that matter was settled, the con- 
versation turned naturally to life insur- 
ance, and in the discussion that followed 
Mr. Blass expressed some ideas that 
were not exactly in accordance with my 
views, so I proceeded to set him right. 
That led Mr. Blass to suggest that I 
come to his office for a discussion “some- 
time” which I did that same afternoon. 
In that discussion I outlined roughly on 
a piece of paper what a man of his cir- 
cumstances should carry. He was sur- 
prised. He was of the opinion that I 
did not know what I was talking about: 
But before I left I had the names of 
all his instructors and directors, to 
whom, within six months I sold $150,000, 
including $5,000 to Mr. Blass himself, 
and again on the last Saturday of last 
month, I sold him the additional $16,000 
to equal the amount I had told him 
nine months previously he should have. 
Two weeks previous to this last sale 





to Mr. Blass, he asked me to come to 
his office to go over with him a state- 
ment of recommendations he was pre- 
paring for a big Pittsburgh manufactur- 
ing company going through the throes 
of re-organization; and incidentally, in- 
cluded in the recommendations, were 
four life insurance policies of $50,000, 
which I will write sometime in Oc- 
tober. Mr. Blass has indeed been a 
real centre of influence for me. Through 
one of his instructors I sold $30,000 in 
one day in April, and recently I secured 
from him a list of over 300 names, all 
of men making salaries of $200 a month 


or more, and none of them over 50 years ' 


of age. 

After a man has become a policyholder 
of mine, I keep in closest touch with 
him; I make it a regular practice to 
see him every three months, maybe 
just to say “hello,” but always with 
the thought in mind that it is my job 
to render service on any matter of a 
financial nature that he has in mind. 
This is bound to lead into business. 


Told Doctor He Didn’t 
Want to Sell Him Insurance 


Dr. Lee P. Sieg is a dean at the Uni- 
versity of Pittsburgh. I look on him as 
a centre of influence. Last April I got 
Dr. Sieg’s name in connection with the 
purchase of a home on the same street 
as I live on. I circularized him; he re- 
plied, and I went out to his office at 
the university, where I sent my name 
in. He came into his outer office, which 
was occupied by five girls. After shak- 
ing hands he said he was very busy. 
When I told him I was from the Phoe- 
nix Mutual Life, he said, “Life insur- 
ance? Why, I’m going to be kept poor 
paying life insurance premiums for the 
rest of my natural life. Nothing doing; 
not interested at all!” I was very much 
at a disadvantage in that big office with 


five girls hearing everything their boss | 


was saying to get rid of a life insurance 
man, and I knew if I was going to get 
anywhere I would have to take my cour- 
age in my hands and make an effort 
to get Dr. Sieg into his private office. 
So I walked over to the door and said 
in a very matter-of-fact voice, “I don’t 
want to sell you any life insurance, Doc- 
tor; in fact, I didn’t come up here with 
that idea in mind. But I do want to 
show 
can help you with your insurance prob- 
lems. 
a minute where we can talk it over, I’m 
pretty sure you are going to be glad 
you have had an opportunity to talk 
with me.” 


Furnish Names of 
1,300 University People 


After a moment’s hesitation he walked | 


in saying, “This can’t take more than 
a minute, because I am very busy; and 
besides, this is university time, remem- 
ber.” We spent an hour in that office, 
at the end of which time I walked out 
with his signature on a application for 
$10,000 ten-year term to cover the mort- 
gage on his home. The amount was ar- 


So, if you will just step in here | 


you how Phoenix Mutual service | 


| days 
| mary sheet the vice-president called me 


rived at after I had made a pencil copy 
of all of his insurance estate and com- 
pared it for him with his obligations, 
and what would be there for his family 
to live on if he were taken out of the 
picture. Ten days later, when I went 
up with the policy he received me very 
cordially, and after going over the pol- 
icy he gave me a check. Then I told 
him I knew he was better informed 
about his life insurance and other mat- 
ters concerning his estate than he was 
prior to my first visit. I waited for 
him to agree that that was so, and then 
quick as a shot I said, “Aren’t there 
other members of this faculty who are 
in need of my services?” He thought a 
minute and then said, “Yes, I believe 
that’s so. Here is a complete list of 
everybody connected with the University 
in a salaried capacity; see as. many 
of them as you care to, and you can use 
my name in each case.” That list con- 
tzins over 1,300 names, and sales from 
it so far amount to $95,000. 


Effects Big Business 
From Carnegie Tech. 


| have the same plan started at the 
Carnegie Institute of Technology, where 
I sold a $10,000 policy to the dean of 
the School of Education and Pyschology 
on the strength of having sold Dr. Sieg 
at the University. Sales at that school 
have not amounted to so much yet, be- 
cause the leads started coming back 
after the school closed for the summer. 
sut from the two schools I expect to 
get thousands of dollars in written busi- 
ness this fall and winter. 

Another man who has proved a real 
source of business-producing prospects 
for me is James P. McCullough, sales 
manager of the Penn Tire Company. 
Last March I sold Mr. McCullough 
$10,000 annual life. When I delivered 
the policy, 
evening, I 
three years old. 
the new business 


found he had a little boy 
The next day I asked 
department to send 
me a $5,000 policy with educational 
agreement rider attached. When it came 
I offered it to Mr. McCullough for 
approval, and he turned it down flat. 
Twice after that he refused it. 
second time I secured a list from him 
of all of his insurance holdings, and 
i worked up an insurance summary, at 
the bottom of which I put the educa- 
tional policy. I took the summary out 


} can make me 
| good. 


|}a whale of a lot of 


|} and mother as the beneficiaries. 


| business property. 
| 000 we 


which I did at his home one } 


but he had gone out. So I went back 
to the office and worked up his sum- 
mary on the typewriter, and attached 
to it a letter containing four recom- 
mendations for changes in his policies, 
two of which concerned the purchase of 
life insurance: $6,500 ten-year term to 
cover a mortgage, and $10,000 annual 
life to cover his old age through ac- 
celerative endowment. After reading 
them over he said, “You think I ought 
to have this, do you? When I as- 
sured him I did, he said, “All right, 
will you arrange it for me?” 


Had Large Volume 
Without Any System 


I saw 
the first 


his brother that evening, and 
thing he said was, “If you 
like this ‘mess’ of life 
insurance I carry, believe me, you are 
I have $95,000 here, and I don’t 
know anything about it, except it costs 
money.” When I 
got it down on a summary I found he 
had $105,000, and that, while he was 
married and had three children, he was 
still carrying most‘of it with his father 
I gave 
him a letter of recommendation with 
the completed summary, calling for 
changes in the beneficiary clauses, pro- 
rating of a lot of premiums to make 
them fall at more convenient times, and 
the purchase of the following additional 
insurance: $12,000 to cover mortgage 
on home; $5,000 for a clean-up fund in 
event of death; $10,000 payable to his 
father for money loaned (but paid back 
several years ago) to start him in busi- 
ness, and $42,000 ten-year term to cover 
a mortgage he holds personally on his 
The original $105,- 
completed making into three 
trusts for his children. In addition to 
all of the above, I have his application 
for an additional $150,000 five-year term 
in addition to the $42,000 ten-year term, 
to create a trust for his wife. 


| Asked Agent to 


But the | 


to his office one afternoon and spread | 


it out before him without any comment, 
and then sat down to wait for the re- 
action. He must have read it over three 
times before he said a word; then he 
said, “How soon do you want a check 
for this?” 


Other Officials Asked 
Agent to Make Summary 


After I had sold Mr. McCullough his 
first policy I canvassed the president 
and vice-president of the company, both 
of whom told me they were loaded to 
the guards with insurance, and expected 
never to be in the market again. Two 
after McCullough got his sum- 


up to say he would like to see me the 
first time I was in his neighborhood, and 
that his brother, the president of the 
company, would like to see me, too. I 
went out that afternoon. The man who 
called me up is the one I saw first, and 
he asked me if I would summarize his 
insurance. I did it right away in pen- 
cil, and then tried to see his brother, 


See Certain Employes 


They asked me on one of my visits 
to see their head salesman. He bought 
$6,500 ten-year term, and changed it to 
annual life before the policy was deliv- 
ered, and has agreed to take $10,000 
more on the same plan this fall. They 
also asked me to see the foreman of 
their warehouse, which I have not done 
yet. I have already taken up with them 
salary allotment (there are 76 employes) 
and they have asked me to hold that 
over until I get their personal insurance 
in shape. 

There are two cases, one for $20,000 
and the other for $10,000, that I am cer- 
tain of as a result of this service started 
on a summary sheet, and the night I 
sold Mr. Drosnes the $69,000 he called 
up five of his friends, and told them 
he had at last found an insurance man 
“who knew what he was talking about.” 
I have those men’s names and have 
sent them to the home office for circu- 
larizing, in addition to 13 other names 
of tire salesmen in the Pittsburgh dis- 
trict. All of this business is the result 
of having originally served Mr. McCul- 
lough to his satisfaction, and at the same 
time giving him a better understanding 
of his life insurance, and of life insur- 
ance as an in&titution. 

I am becoming more convinced all 
the time that the average untrained life 
insurance man is not qualified to sell 
life insurance. As a result, most people 
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buy their life insurancé in a haphazard 
way, without any particular regard to 
the ultimate result. If I am right in 
this, and my experience tells me I am, 
the opportunity offered the counsellor 
is measured only by the amount of 
work he is willing todo. He can rendera 
real service to any man who will per- 
mit him to summarize his present in- 
surance holdings, and make enough sales 
out of it to keep him in the consecutive 
production column. 


DISCUSS RETIREMENT 
AND PENSION PLANS 


(CONTINUED FROM PAGE 1) 
amounting to the total which the com- 
pany would have granted during the 
years of employment, had the plan been 
in operation. The employes are then 
allowed to make additional contributions 
up to the same amount, if and when they 
desire, so that the fund may be brought 
to the full amount available. 

Harry H. Allen, assistant secretary 
of the Mutual Benefit Life, gave the 
results of his study of pension systems 
employed by various concerns other 
than the life insurance companies. He 
said that there are three groups of pen- 
sions: public pensions, such as those of 
the army and navy, and federal, state 
and civil service employes; institutional, 
including religious denominations and 
educational organizations; and finally in- 
dustrial and commercial plans. He gave 
most of his attention to the third group. 
He said that there are now more than 
200 plans in force in the country, prac- 
tically all of which have been organ- 
ized within the last 15 or 20 years. He 
said that there are at least three views 
of pensions. One is that they are merely 
gratuities, which give no vested rights 
of any kind. An opposite view is that 
pensions are deferred wages, on the 
theory that the capital to pay pensions 
has been earned by labor and that there- 
fore labor has a right to these earnings. 
A third view, which considers a pension 
as neither a gift nor a wage, is that the 
pension is a reward especially for long 
and faithful service, being something 
over and above that paid for by the reg- 
ular wages. 

Tells Advantages and Disadvantages 


Mr. Allen cited the advantages and 
disadvantages of both the contributory 
and non-contributory plans, showing that 
usually the contributory plan is more 
satisfactory and more successful. He 
told of the advantages of pension sys- 
tems. He said that they attract a more 
responsible type of man to the concern, 
and that the company gains much by. 
being able to pension aged employes and 
replace them with younger employes 
who are more efficient and who should 
have the opportunity of securing better 
jobs. He quoted one concern which 
gave its reason for adopting a pension 
plan as follows: “That those who be- 
come members of this organization shall 
remain with us permanently. Excepting 
in the case of women employes who 
leave the organization to become mar- 


ried, it is our earnest desire that all 
who join our ranks shall dedicate their 
lives to this work. Such an impressive 
dedication upon the part of the employe 
calls for a corresponding obligation on 
the part of the company, and in keeping 
with the spirit of these common pur- 
poses, the company has made provision 
to safeguard the personal needs of all 
members of the organization against 
every possible contingency.” 

The modus operandi of various sys- 
tems was discussed by Mr. Allen some- 
what in detail. He outlined the benefits 
of various plans, which show wide di- 
versity. Mr. Allen said that it is es- 
sential that these funds be absolutely 
safeguarded and that no effort should 
be spared to see that they are used for 
the purposes intended. He said that life 
insurance companies present one scien- 
tific solution to this part of the problem. 
Another solution was reached by a large 
bank in New York, whose pension sys- 
tem was transformed into a corporate 
entity by a charter issued by Superin- 
tendent Beha. Under the terms of the 
certificate, the company and its employes 
continue to operate jointly a retirement 
plan surrounded by all the safeguards 
that the law now places around life in- 
surance companies, except that it is 
confined to employes of the bank, that 
it operates without profit and that it is 
managed by the bank and the employes. 

Advantages of Incorporation 


This incorporation took place under a 
section of the insurance law enacted at 
the last session of the legislature on 
Superintendent Beha’s recommendation. 
The purpose of the enactment was to 
place the retirement system on a sound 
actuarial basis. 





POSITION WANTED 


A nationally known life in- 
surance educator, with prac- 
tical field experience, is open 
for a Home Office position 
or an established General 
Agency. 

Address T-46 


Care 
The National Underwriter 








WANTED 


A leading general agency, well 
established in Newark, N. J., has 
opening for agency organizer 
with salary and commission. Un- 
usual opportunity for right party. 


Address T-35 
Care The National Underwriter. 











Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 














GENERAL STATE 
AGENTS 


Do you know that you can do a 
real job of agency building? Would 
you like a real opportunity? An ag- 
gressive growing middle western 
company wants state agents in 
Missouri, Iowa, Illinois and Minne-® 
sota. We don’t want theorists, has- 


If Bows : 
send a recent photograph. All an- 
Swers treated in strict confidence,@ 
and will be sent direct to the Presi- 
dent. Address Lock Box 320, Lin- 
coln, Neb. c 














What’s Ahead? 


That question is in the mind of every am- 
bitious man. It’s in your mind. 

If the answer does not satisfy, it will pay 
you to learn the odventanss of a life r- 
writing contract with Fidelity. 

Fidelity originated the disability provision, 
ee double benefit feature, and the “Income 
for Life” plan. It operates in forty states on 
a full level net premium basis with more 
than $68,000,000 in assets and over $330,600,000 
insurance in force. 

More than 36,000 direct leads @ year 


from Head Office lead service 
THE 


FIDELITY MUTUAL 
INSURANCE COMPANY 
Waiter LeMar Talbot, President 
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CONSULTING ACTUARY 


1416 Chemical Building 
ST. LOUIS 








D. STRUDELL 
CONSULTING ACTUARY 
722 Chestnut St. 
Se. Leuis 





OKLAHOMA 
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he + Sen ACTUARY | 
ete, Calculated 


Vv 
a? ten Examinations Made. 
and all Life Insueence Forms Pre- 
_— The Law of Insurance « 


ty. 
Celcord Bidg. OKLAHOMA CITY 











AGENTS 


WANTED 








3719 Washington Ave. 





If you are interested in long renewals 
and unexcelled ‘‘Home Office Helps’, 


communicate in confidence. 


A. C. LOVELL 


St. Louis, Missouri 
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“LIFE INSURANCE BIBLE" 


“A guide to the agent in explaining to pros- 
pects what policy contracts mean. Brings science 
and practice down to date. Used to inform and 
convert laymen. Free from technical terms. 
new book, “Blackburn on Life Insurance,” is 4 
sound summ: of meaning and e of life in- 
surance by Thos. W. Blackburn, for 20 years 
secretary and counsel, American Life Convention. 
Able writer. Bound in paper, 75c, and in imi- 
tation leather, $1. 


HAYNES & HAYNES 
PUBLISHERS 
OMAHA, NEBRASKA 





GENERAL AGENT WANTED 


An Eastern Life Insurance Company con- 
templates opening another office in Chicago 
at beginning of year. Excellent general 
agency opening for good man or possibly 
two men to form partnership. 
Address T-39 ‘ 
Care The National Underwriter. 

















